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Prospects everywhere offer big opportunities for Tyler Representatives. 
Complete store installations and departments mean substantial sales, espe- 
cially with new self-service and storage needs. And there’s an unproductive 
spot in every store that can pay the owner more with the right Tyler case. 


Tyler storage coolers, freezers and refrigerators mean new sales to restau- 
rants, hotels, institutions, for volume handling of frozen and other foods. 
Investigate the new Tyler Silver Anniversary line—tie up with Tyler—Tyler’s 
tops! Tyler Fixture Corporation, Niles, Michigan. 


J 


ctional Freezer 


BEE 


Floodlight Meat Case isplay Case Reach-in Refr. Slide Door Retr. Beverage Cooler Walk-in Cooler 


Sheiving 
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With ALCO Ammonia Controls “across the 


board”, you'll have a sure checkmate on ex- 
cessive operating and maintenance costs. 
ALCO Controls are ruggedly built for depend- 
able service and long, productive life. They 
keep your refrigeration system at peak effici- 
ency, producing maximum ice at minimum cost. 


Write for our Ammonia Bulletin #172 and 
SEE YOUR ALCO WHOLESALER 


Designers and Manvfacturers 
of Thermostatic Expansion 
Valves; Pressure Regulating 
Valves; Solenoid Valves; 
Float Valves; Float Switches. 


CO 


“AMMONIA 
CONTROLS! 


TYPE HK high pressure float valve. Capacity: 2 to 20 tons 
Ammonia. 


TYPE J5 electric float switch for control of solenoid valves, 
pumps, high-low level alarms. Up to 460 volts 
AC and 250 volts DC. 


TYPE EPR for evaporator pressure control. Connection 
sizes %4" to 6". 
TYPE TX multi-outlet thermo valve. Capacity: 3 to 15 tons 


Ammonia. 
eo TYPE K & E automatic expansion valve. Capacity: 1 to 
64 tons Ammonia. 
* TYPE UGZ thermo expansion valve. Capacity: 1 to 20 
tons Ammonia. 
e TYPE M9IF solenoid valve. Capacity: 10 tons Ammonia. 


© wee FR thermo expansion valve. Capacity: 26 to 125 
tons Ammonia. . 


ALCO VALVE CO. 


843 KINGSLAND AVE. « ST. LOUIS 5, MO. 


Cirele No. 2 5 
on Reader Service Card for more informati 
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Univercal 


Complete line of 
JOBBER HERMETICS 
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With several million hermetics in the field, a complete line of replacement 
ermetics spells added sales for you. Now a complete line of hermetics for 


domestic and commercial applications from % to % HP. is available to 
the jobber trade. 


The 1% HP. static (model S88LE) and the 4% and % H.P. fan cooled 
units (models S88L and S64L) give you the best replacement unit on the 
market for most domestic and small commercial applications. 


For larger commercial requirements the 14, 1% and 1% H.P. hermetics 
provide a ready solution to your needs. Equipped with high starting torque 


motors for use on expansion valve systems they are available in either high 
or low back pressures charged with Freon 12. 


Investigate the possibility of selling these hermetics plus the complete 
line of open type equipment in your area. 


Y 


(CC CCCUCUC? 


For full information write: 


TECUMSEH PRODUCTS 


The world's largest 
TECUMSEH, MICH. 


producer of condens- oe 
ing units for the re- 
frigeration industry. 


EXPORT DEPT.: 2111 WOODWARD AVE., DETROIT, MICH. 
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HOW TO SELECT AN EVAPORATOR 


the Lasy Wa 


Re Send for new B & G Evaporator 
¥ Catalog with simplified 
engineering and selection data 


The chart shown here illustrates one 
of the ways in which B & G has made 
evaporator selection a simple matter. 
Most calculations are translated into 
chart form—shortening designing time. 

The B & G Series “HR” Evaporator 
offers distinctive features which mean 
more efficient and dependable perform- 
ance. The construction, for example, 
which prevents oil-trapping in the head 
passes and assures uninterrupted oil 
and vapor flow. 


ef BETWEEN 
. RE 
3 

| 

+ 


R AND SUCTION TEMPERATU 


Easier to install and insulate 
Removable steel legs are adjustable to 
meet various mounting conditions. A 
heavy hardwood block is furnished for 
insertion between the shell and sup- 
port legs—making the unit easier to 
insulate and preventing damage from 
condensation. Shell connections extend 
dh 2s well beyond the insulation cover—a 
35 aaeeiie great convenience when installing. 
CAPAGCITY- TONS REFRIGE 


TEMPERATURE DIFFERENCE 


LEAVING WATE 


2.2 


FF eed 


eee 


Ask also for catalogs on B & G 
Hydro-Flo Condensers, Heat Ex- 
changers and Centrifugal Pumps. 


Hydro -Fie 


CENTRIFUGAL PUMP REFRIGERATION EQUIPMENT 


Eight big design features— BELL & GOSSETT COMPANY 
ideal for cooling tower 


A Dept. CL-45, Morton Grove, Ill. 
and evaporative condenser ° 
installations, 


: s *Reg. U.S. Pat. Off. 
Canadian Licensee: S. A. Armstrong, Lid., 1400 O'Connor Drive, Toronto, Canada 
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“All Motors are NOT Alike” 


PRE-LUBRICATED BEARING DESIGN 


RELIANCE 
MOTORS 


provides 
more operating hours 
Reliance PRECISION-BUILT wi thout r e-| U br i cd tion I 


A-c. Motors from 3/4 to 300 hp. 


Original, factory lubrication permits more 
operating hours without re-lubrication than 
that of any other pre-lubricated bearing. From 
a larger grease reservoir than provided with 
any standard bearing, Reliance double- 
shielded bearings automatically take on new 
grease as needed. And the Reliance design 
not only keeps bearings lubricated, but makes 
it impossible to overgrease a Reliance Motor. 
Get the convenient chart on which you can 
check these and other features which combine 
to give you 15 important advantages in the 
Reliance Pre-lubricated Bearing Design . . 
write today for Bulletin B-2201. 


Reliance Bearing Design, includ- 
ing extra-large grease reservoir, 
provides longer bearing life. 


LI ANCE incincerine co. 
a E. ENGINEERING CO. 
‘1118 Ivanhoe Road, Cleveland 10, Ohio ¢ Sales Representatives in Principal Cities _ 
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Fedders-built Electric Water Coolers have been 
approved as essential for defense, civilian, institutional and 
government uses for 20 years. 

Cash in on these profitable, steady markets with multiple sales, 
minimum inventory and freedom from finance and credit worries. 
Fedders offers popular sizes, competitive prices 
and a 5 year protection plan. 

Fedders Water Coolers are made in standard and explosion-proof 
bubbler types with air and water cooled condensers 
as well as bottle types. 

Why let these Fedders Water Cooler profits pass your door. 


MAIL COUPON AND GET THE FACTS ON FEDDERS WATER COOLERS 


FEDDERS-QUIGAN 
CORPORATION 


57 Tonawanda St., Dept.cp -11 Buffalo 7, New York 


PEND cccccescccccceveccoonscoeseescecceoecoocenses Cocecesesesecess 


Concern 


1 
| 
| 
I 
| 
| 
| 
| 
| 
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! 
I 
| 
| 
i 
| 
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ANNIVERSARY 
WATER COOLERS 


Cirele No. 6 on Reader Service Card for more information 


APRIL, 1952 « COMMERCIAL REFRIGERATION 





sack of Thesé Products 


is a Name 
that you call trust 


Relief Valve Wing Cop Valve 
jief Valv 


— 
=é 


Packless Valve Packless Valv 
i, . . 
. Balanced-Action With Balanced-Action 
ve Bentam Type Standard Type 


r 


MELROSE PARK, ILL. (Chicago Suburb) 


4 E N g Y VA LV £ Cc Oo. CABLE: HEVALCO MELROSE PARK, ILL. 


Valves + Driers + Strainers + Control Devices and Accessories for Refrigeration, Air Conditioning and Industrial Applications 
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Fee Cold Drinks 


are on the House! 


= SWE SUM WE 50 0 ae 
e 
BISCAYNE 
TERRACE 
HOTEL 
in MIAMI 


—thanks to the ACW 


FLOW-COLD packaged liquid chiller 


The beautiful Biscayne Terrace Hotel in Miami, Florida has in- 
sured happier moments for its guests by the installation of a 5 
horsepower Flow-Cold Liquid Chiller to provide chilled drink- 
ing water in all the 200 rooms and bubbler outlets in the lobby. 

This installation becomes truly remarkable when you real- 
ize that the Flow-Cold servicing all these outlets is so compact 
that it takes up only twelve square feet of floor space and 
stands only three feet high. 

You can provide the same degree of liquid chilling effi- 
ciency for your customers simply by specifying the Acme Flow- 
Cold Packaged Unit. It is the most versatile and compact unit 
on the market. It is being used successfully for air condition- 
ing industrial coolant cooling, as a heat pump, or for solution 
cooling, as well as for chilling drinking water. Write us today 
for more complete information on the variety of duties the 


Flow-Cold can perform. *Trade Mark 


ACME INDUSTRIES, INC., sackson, micHiGan 


Flow Cold Division 
CONTINUOUSLY SERVING THE AIR CONDITIONING AND REFRIGERATION INDUSTRIES SINCE 1919 
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IS TAILORED 
TO GIVE YOU THE HIGHEST 
QUALITY, ECONOMICAL PERFORMANCE! 


BY COMPARISON=YOU'LL BUY PAR 


ewe CORPORATION te 
PAR AIR PAR COMPRESSOR DIVISION GUSS FORMING 
REFRIGERATION CANDY & oon PER PA IN eurrer " ow 
COMPRESSORS COMPRESSORS TOLEDO, OHIO PA er eS SG os eo MACHINES 
MACHINES BRANCH HES: NEW YORK - CHICAGO MACHINES. 
AN FRANCISCO + ATLANT 
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Wagner Wagner 


gs MOTORS 


oo Type RA Motors-= 


Type RA offers the most 
sliiile/ dain ened: 


REPULSION START | exe conmnnasen 


So many manufacturers of motor-driven equipment 

and appliances in every type of industry have chosen 

the Wagner Type RA repulsion-start induction motor y Ny 
as standard equipment for their products that it has 
become known as industry’s general purpose motor. NOT IN CONTACT WITH COMMUTATOR 


Type RA is first choice for single-phase applica- Starting period—Short-circuiting necklace is not in contact with commutator 
tions because of its ability to start heavy loads with bors. A governor spring holds barrel in starting position. Brush assembly 
I carti t. Thi k it esp cially suit bl completes selected circuits enabling motor to start as a repulsion motor. 
Ow Starting Current. is Makes 1 ecially suitaDdle 
for machines that have high inertia or heavy friction : : a 
at starting. Then, too, Type RA is chosen because it el Be 
gives years of reliable service . . . is economical to 
maintain ... requires only minimum servicing .. . 
and is free from vibration and noise. 


When you standardize on Wagner Motors—you get 


the advantages of a liberal warranty ... of nationwide Mer ey 


service facilities, with replacement motors and parts , , ANN 
available from 25 Wagner-owned Service Branches bs Gi Ney 
and more than 650 Authorized Service Stations. You ; 


can choose from a wide variety of types and sizes 


(from 1/125 to 400 hp). Bulletin MU-185 gives 


complete information—write for your copy. Running period— Governor weights (actuating pushrods) have forced spring 
borrel forward until short-circuiting necklace connects commutator bors to 
short-circuiting ring, forming a ‘‘squirrel cage’’ to permit operotion as 
on induction motor. 


WAGNER ELECTRIC CORPORATION 
6442 Plymouth Ave., St. Louis 14, Mo., U.S.A. 


ELECTRIC MOTORS + TRANSFORMERS + INDUSTRIAL BRAKES 
AUTOMOTIVE BRAKE SYSTEMS —~ AIR AND WYDRAULIC 


BRANCHES IN 32 PRINCIPAL CITIES 
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THE FINEST 
REFRIGERATION 


LOW MOISTURE, Zoo/ 


x NOTE THESE OUTSTANDING 
REFRIGERATION. 
THE NEW ... IMPROVED... ANSUL ANSUL OIL FEATURES 


me ea > cic ne a , *Lower floc point. *Lowest affinity for 
OIL ... 1S A RESULT OF THE PERSIS TERED § his Gini tei moisture. 
ANSUL CHEMISTS AND REFRIGER :CHNI- content. New low price. 
CIANS FOR THE FINEST QUALITY JREBRIGERAT Moisture — ANSUL Available in quart, 1- 
4 CONTROLLED ini- a ° 
OIL... AT ANY PRICE! | 7 mum. 4) pee mg 


cans; also in 5-gallon 


*Lower pour point. and 55-gallon steel con- 


Since Ansul Refrigeration Oil was introdui tainers. 


> : ; ; Rigidly checked for high 
acceptance by refrigeration men has contifius cpand. In stability. “Improved features 
only two short years Ansul is one of the I€adi rigeration 


. . : : ; . Ansul has greatly increased its Research facilities 
oils sold exclusively through Refrigeratio ers. = quanieh ts Queath Gan « ot ee 


, . -/ : ; . mew modern Pilot Plant facilities to better serve 
The New . . Improved Ansul Refrigerati pow avail- he Gainnselion tebe, 
able at leading refrigeration -wholesalers e . It meets, 


or surpasses, every specification establishe@ by Al il Research 
for a high quality refrigeration oil. j = ANSUL 
BUY IT AT THE NE V 


PRICE. Use it for more &pe : 2 CHEMICAL COMPANY 


able, trouble-free lubricatio E 4 § REFRIGERATION DIVISION 


ANSUL SULFUR DIOXIDE + ANSUL METHYL noo MARINETTE, WISCONSIN 
ANSUL OIL + KINETIC “FREON” REFRIGERANTS + RERS OF INDUSTRIAL CHEMICALS + DRY CHEMICAL FIRE EXTINGUISHERS 
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TU Ue 
PEAK PERFORMANCE P 
on Large Solenoid | 
DT a Aan 222 Re ee 


CC eS | 
group with ratings up to 40 tons Freon 12, 
Ua ee yee Ue a! 

Cg Prey Uae 


With its twice dipped layer 
wound coils, tight closing and 


_ many other long life Sporlan 
features, the new Type 90 is the 
OMe ati emt 
TU RM el Rehm 


Type 171 Solenoid Pilot Control offers the latest developments 
in the field of Pilot Controls, which Sporlan has pioneered for 
many years. It is used in place of extra large Solenoid valves 
for Freon 12, and Methyl Chloride. It costs less to buy, is more 
economical to install, and assures positive shut-off of liquid 
line. It is made in one size only and can be used on any capac- 
ity job no matter how big! Together these two Peak Performers 
make a perfect team in the large Solenoid field, for either one or 


the other will solve any large Solenoid problem you may have. 


¥ Write for Bulletin 30-110 and 30-70 today... Then see your 
( +2, Sporlan wholesaler for Peak Performance 
SPORLAN CG on your next large Solenoid installation. 


“wo ~~ SPORUAN VALVE COMPANY 


~ 7525 SUSSEX AVE. ST. LOUIS 17, MISSOURI 


line! 
EXPORT OFFICE 
89 BROAD STREET *« NEW YORK 4, N.Y. 
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SETTMANN 


ARCHIVE 


la) 


Td ve 


ak 


" 
After all these w@ars... 
Ammonia and Brine installations have long had many advantageous features - 
.. a fact well known by the experienced “Ammonia man.” Low cost, low 
volumetric displacement, low weight of liquid circulated and high efficiency 
made it an ideal refrigerant for early meat packing plants “way back in 1882 
as illustrated above. After all these years those advantages are still important. 
To these add the features of Bush Finned Pipe-::asallysteeh construction 
zinc hot dipped, more efficient air circulation for-a,geavity type coil, lower 


installation costs, standard size pipe and heavy gauge fins . . . and you have 
a system that is trouble-free and efficient. 


“VG" FIN 3” x 4” ON 11,” PIPE 


BTU/HR, PER 
LINEAL FT./°F. 


4.8 sq. ft. 
2.6 sq. ft. 
1.9 sq. ft. 
1.5 sq. ft. 


BTU/HR. PER 
K FACTOR LINEAL FT./°F. 


Below Above | Below Above 


Write Today for 
complete specifications 


WEST HARTFORD 10, CONNECTICUT 
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FRANCHISE 


Audited by C. C. A. 


Everyone who is engaged in the business of adver- 
tising knows about the two methods of circulation 
—‘paid” and “‘free.’’ Regardless of the fact that 
each method has certain inherent advantages and 
disadvantages, there are fine publications using 
one or the other method of obtaining circulation. 


There is, however, a third and different method 
of circulation which has come to the front in re- 
cent years because of its unusual power to reach 
the individual upon whom the advertiser’s sales 
representatives call. 


This 18-year-old method of circulation audited 
by C. C. A.—proven in five of the six separate fields 
served by our publications—is now identified as 
FRANCHISE CIRCULATION, 


In five of these six fields we serve, there are firms 
throughout the nation classified as agents, dis- 
tributors, wholesalers or jobbers that know the 
active buyers in each locality. These firms, care- 
fully selected in every basic marketing area, are 
franchised by us, and so we have named this the 
FRANCHISE method of obtaining circulation. 
Franchise holders agree to do these things: 


1. They agree to select and identify the active buy- 
ing companies and the correct individual in 
each of these companies who specifies and/or 
purchases the advertiser’s product. 

They agree to pay for subscriptions to these 
individuals. 

They agree to keep these lists up-to-date and 
send in all changes of names, removals, and 
additions as rapidly as they occur. 


As a result, a circulation of active buyers is built 
and kept up by the salesmen of these authenticat- 
ing, local wholesalers. Because each salesman 
calls on his customers and prospects frequently 
and is, therefore, immediately aware of personnel 
changes, circulation by the FRANCHISE method 
is never old. It is kept constantly fresh. As pub- 
lishers we exercise our normal controls, but added 
to these is the wholesaler’s control, because the 
wholesaler pays for every name on his list for 
whom he subscribes. 


FRANCHISE CIRCULATION parallels all proven 
methods of selling. Salesmen seek out the firms 
who are in the markef, and then find the correct 
man in the firm. 


FRANCHISE CIRCULATION follows the same 
principle exactly. Names of people or companies, 
size, or titles do not count unless they are active 
buyers of the type of product you have to sell. 
By this method, we believe, you secure the finest 
type of circulation it is possible to provide. 


Five of the six publications 
shown below use the FRAN- 
CHISE CIRCULATION method.* 
If you would like to know the 
rest of the story of why FRAN- 
CHISE CIRCULATION works so 
well for advertisers, send for this 
free booklet today—it may well 
be worth thousands of dollars 
to you! 


INDUSTRIAL PUBLISHING COMPANY 


1240 Ontario Street 


Cleveland 13, Ohio 
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ace Ib- year old, peavey, meclhiod of cieclallion- 


LIREULATION 


Chis is to certify that 


has been granted the exclusive right to sponsor the circulation of 


in its trading area. This right is extended because of this company’s intimate knowledge of the personnel 
interested in the design, use and maintenance of hydraulic and/or pneumatic power systems in this territory, 
and because of its continuing efforts to promote the effective use of this equipment among its customers. 
This right to subscribe for APPLIED HYDRAULICS for its customers and prospective customers for such a 
length of time as it so chooses is implicit in this franchise. 


ISSUED AT CLEVELAND, OHIO 
THIS uw DAY OF 


PUBLISHER 


PEAR R EBSA ecw aw unonas, 


A SE RAG TIS Te O55: 
: iad ee 2 Sp eee 


Replica of typical certificate issued to the selected agent, 
distributor, wholesaler or jobber firm which, by agreement, 
certifies the active buyers in its industry in its locality. 


Audited by C. C. A. 


No 
authentica- 
ting agents 

in this 
field. 
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HORIZONTAL UNIT 


IN 8 MODELS 


up to 65 tons cooling 
capacity...15,675 Cfm... 
2,200,000 Btu per hour 
heating capacity 


THe CENTRAL STATION 
AIR CONDITIONERS 


...with RIPPLE-FIN construction to give you 


~~ unequalled heat transfer efficiency! 


Both the horizontal and vertical Central 
Station Air Conditioners provide year 
’round comfort with cooling and dehu- 
midification, heating and humidification, 
positive ventilation, and air filtering. 

Each of eight models are sectionally 
built to give complete flexibility of ar- 
rangement and all parts are readily acces- 
sible to allow for ease of installation and 
service. 

The famous McQuay Ripple-Fin Coils 
assure unmatched heat transfer efficiency. 
Also, because of the wide range of Cfm 
and Btu capacities offered, every normal 
heating and cooling application can be 
accurately met with McQuay Central 
Station Air Conditioners. 

Auxiliary features available include: 
direct expansion, water, and steam coils, 
mixing box with dampers, “‘V”’ type and 
flat filter sections, humidifiers, and inter- 
nal face and by-pass damper sections. 
Representatives in principal cities. Write for 
Bulletin 502. McQuay, Inc., 1643 Broadway 


e St. N. E., Minneapolis 13, Minnesota. 
VERTICAL UNIT 


HEATING ° REFRIGERATION . AIR CONDITIONING 
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goTtATING PLUNGER 


Here’s a fast vacuum pump that’s portable, compact, 
dependable . . . Kinney Model CVM 3153. It’s the 

only pump in its class with the rotating plunger mech- 
anism — the same long lasting, wear-free, oil-sealed 

méchanism that has made Kinney the largest selling 
line of vacuum pumps throughout the world. 


Model CVM 3153, complete with % HP motor, adds up 
to a mere 70 Ibs. Free air displacement is 2 cu. ft. per min. 
Due to its design and precision construction, Model CVM 3153 
retains a very high percentage of its pumping speed right 
down to the micron range. Before it leaves our factory, each 
Kinney Model CVM 3153 is required to produce McLeod 
Gauge absolute pressure readings of 0.2 micron or better. 


SEND COUPON FOR 
COMPLETE DETAILS 


Kinney Manufacturing Co., Boston 30, Mass. Rep- 
resentatives in New York, Chicago, Philadelphia, 
Cleveland, Houston, New Orleans, Los Angeles, 


San Francisco, Seattle, and foreign countries. 


KINNEY MANUFACTURING CO. 
3618 WASHINGTON ST., BOSTON 30, MASS. 


[_] Please send Bulletin SV-51 describing Kinney Vacuum Pump Model 
CVM 3153. 


[(_] Who is the Kinney Distributor in my region? 


VACUUM 
a 
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HALSTEAD & MITCHELL COOLING TOWERS 


20 Near (juarantec: 


Wei Wem a STAG 


Here’s the industry’s greatest cooling tower value . . . 
“built like a battleship” for 20 years of foolproof 
performance. Halstead & Mitchell’s pioneering in 
exclusive use of Koppers pressure-treated wood 

in the wetted deck surface makes possible the 
unprecedented 20-year guarantee against rotting, 

and provides the industry’s most effective deterrent 
against fungi growth. Economical, lastworthy . 

the special H & M design for water distribution 
eliminates, thru the use of an efficient gravity-type 
distributing pan, extra pumping head required on spray 
type towers, also cuts down windage losses due to 
atomizing of water. The complete assembly is with 
Everdur bolts . . . disassembly is easy even after years 
of service. Easily accessible for cleaning through inlet 
on back of towers in all sizes. 


MORE EFFICIENT IN ANY INSTALLATION 


H&M #CT-4000 Induced-Draft Soak 1 EAP re supplying 
the condensing water for 20 HP and 10 HP water-cooled 


condensing units in 3-story jewelry storeroom air conditioning. 


Note open-type distributing pan. This installation also has 
remote water basin in basement for year-round operation. 


5 TONS to 50 TONS 


A cooling tower for all a ean es: . from $ to 50-ton capacities— 
made by Halstead & Mitchell, one of the world’s largest manu- 
facturers of water-cooled Cleanable Condensers. 


AT LEADING WHOLESALERS EVERYWHERE 
Write for descriptive bulletin and information on engineering helps. 
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Pe 


of Koppers Cea 


HOUSING —10 gage (14”+-) sheet-steel case with 3 coats 
Bitumastic lining. Electrically welded cabinet. All bolts used 
are Everdur for ease of disassembly after years of service. 


WATER DISTRIBUTION —Gravity type distributing pan 
eliminates extra pumping head, cuts down windage losses, 
due to atomizing water. 


FAN AND DRIVE —Quiet-operating stainless steel 8-bladed 
fan, stainless steel shaft, chrome-dipped rust-proofed pulleys. 
Cast iron bearing supports. Adjustable belt tension. 


dele Mel 


Lstead a il 


OFFICES: BESSEMER BUILDING ¢ PITTSBURGH 22, PA. 
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Look at the space saved! 1 


1s 


- with this new 
OLD stYLE “i 


4 NIBCO 
TRI ied: 


Outline shows size of old style 
fitting compared with the new 


Close-Ruff Elbow. 


- and it’s got everything l’ve wanted in an elbow! 


% SHORT RADIUS — made to fit tight spots. 

* STRONG AND RUGGED — with compact design. 
%& PURE COPPER — matches with copper tube. 

*% FASTER INSTALLATION — heats up quickly. 


% ECONOMY WEIGHT — saves copper and space. 


TRY IT YOURSELF, FREE! We'll be glad to mail you, without cost, 
a new Nibco Close-Ruff Elbow so you can check for yourself how it 
speeds the job and protects your profit. Send coupon for free sample. 


ee ee ee eee eee ee 


NORTHERN INDIANA BRASS COMPANY 
414 Plum Street, Elkhart, Indiana 


I 

I 

| Id like to test the New NIBCO Close-Ruff Elbow. Rush my free 
J sample. 
I 

I 

I 

I 


Name. 





NORTHERN INDIANA BRASS CO. 
414 PLUM STREET, ELKHART, INDIANA 


Address. 


City State 


Nha case cm came cms ce en sa ons 
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increases sales, 


reduces spotla ee J) 


at lower cost 


The cost of “Hold-Over” Truck Refrigeration is 


so little that its advantages outweigh its cost . . . and 


it pays for itself in a hurry. It increases sales, reduces spoilage, 
permits longer runs and saves handling time . . . It does all this for 
less than the cost of ice alone. 


VLAVAan Be 


nq 


La 


taal 


Kold-Hold “Hold-Over” Truck Refrigeration increases sales because it keeps 

your truck contents cold, clean, dry and odorless, and improves their sales appeal 

It reduces spoilage because the temperature of the truck can be predetermined and 
maintained throughout the longest day’s hauls. And when the truck returns from its 
trip, undelivered loads can be left in the truck to save overtime handling 
“Hold-Over” Truck Plates reduce the cost of marketing perishable foods. Operating 
either off the existing plant cooling system or with condensing unit mounted on 

truck, they protect your products in transit . . . for less than 10 cents a day! 


So why pay a premium for inadequate refrigeration when you can refrigerate your trucks at a 
profit, using “Hold-Over” Truck Plates. Write for full details today. 


KOLD =OKLD 8D so protects every step of the way 


ai 
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IBETTER THAN EVER IN|959 


Designed and Priced for Faster Selling! 


Gravity-Fed Refrigerated 
Hopper Model. Lower price, 
simpler operation—wider dis- 
tributor sales opportunities! 


Draw-off Custard Spigot 
available on all Hopper 


and Pump models! 


Extra Heavy 

Drive Head. 
Greater strength for lower tem- 
peratures! 


Two horse- 

power Agi- 

tator Drive 

Motor inter- 
changeable with standard 
motor for extra low tempera- 
ture custard operations. 


The Mills Hopper Continuous Custard and Ice Cream Freezer 
(pumpless) is lower priced, simpler to operate and clean. 
80% of your freezer buyers will want this Mills. 


M L L % A GREAT NAME THAT SELLS 

THE FINEST LINE FOR YOU TO SELL 
The Mills mame on counter freezers has meant top 
quality for 22 years. Every prospect knows and respects 
that name. He may not be familiar with the new 1952 
models and features, but when you say Mills, your sell- 
ing job becomes easier. 

The Mills line is the finest line for you to sell. There is 
a model for every location. New products are being devel- 
oped to make the line even larger and more profitable. 
Watch for these developments. 

New and improved features on the 1952 line make fine 
machines the finest and provide distributors with care- 
fully engineered and tested selling features. Sales come 
faster, profits grow bigger, and service becomes lower 
when you sell Mills All-In-One Freezers! 


MILLS INDUSTRIES 


INCORPORATED 
4100 Fullerton Ave., Chicago 39, Illinois 


The Mills 

Pump-Fed Refrig- 

erated Side Cabinet Model is 

designed especially for the large oper- 

ator. It provides great convenience and assures a steady 
supply of custard or ice cream. The new sanitary Draw-Off 
Spigot shown serves custard with the utmost speed and ease. 


Highly Profitable Territories 
are now Open for Reputable, 
Live-Wire Distributors 


We invite responsible concerns to join the ranks 
of successful distributors now working with Mills. 

We have a comprehensive sales plan backed by 
a big national advertising campaign which in- 
cludes The Saturday Evening Post. Promotional 
literature, mailers, and free ad mats are available. 
Of course, Mills very liberal discounts are ex- 
pected to remain the same. 

For more details, use the coupon. You will find 
Mills Freezer men the same reliable, helpful men 
that have been serving your industry for years. 
They will cooperate with you and your sales force. 


MR. A. E. WILSON, SALES MANAGER, FREEZER DIVISION 
Mills Industries, inc., 4100 Fullerton Avenue, Chicago 39, ilinsis 

Please send me [] 1952 literature or [) full information 
on profit potentials, and territories available in and 
around my area. 

Name. 

Company Name. 


PDR ecencnisteriitaimisicietninicinnntaaimaiiciiniapnstiiiaiiitabasinmmnetiy 


N00 ieniensiseeihbbianhdinhicicjerelanstamtatemncisgee iiss 


Ns ss se eee ee ee ee ee ee ee 
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WATERPROOF, 
VAPOR-BARRIER 
BACKING 


BLANKET OF 
INSULATION 


Mystik DRI-PIPE—the insulation with “‘self- condensation and dripping, eliminates icing and 


stik”’ edges—goes on fast, saves time and money frosting on refrigeration lines. Also has extensive 
on installation. Ideal for low-temperature appli- other cost-cutting insulation uses—on warm 
cations—on cold water lines, cold air ducts, water lines, warm air ducts and for sound dead- 


refrigeration lines. Holds temperatures, prevents ening. Ask your supplier or... 


WRITE NOW for free sample of MyYSTIK Self-Stik DRI-PIPE Insulation 
to Mystik Adhesive Products, 2662 N. Kildare, Chicago 39, Ill. 


MYSTIK CLOTH TAPES - MYSTIK PAPER MASKING TAPES - MYSTIK SPRA-MASK - MYSTIK PROTECTO-MASK - MYSTIK SAND-BLAST 
Circle No. 20 on Reader Service Card for more information 
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HERES HOW YOU BENEFIT: -- 


LOWER ACCOUNTS 
RECEIVABLE 


“BRAND NAME” 
FINANCING 


FAST CREDIT APPROVAL 
EXTRA SELLING TOOL 


NATIONWIDE FACILITIES 


HERE'S HOW YOUR 
CUSTOMERS BENEFIT: -- 


IMMEDIATE 
POSSESsion 


TWO TO TH 
REE 
YEARS TO pay 


REASONABLE 
RATES 


WIRE, WRITE OR PHONE 
YOUR NEAREST 
COMMERCIAL CREDIT OFFICE TODAY 


LET us give you facts about how 
many successful distributors and 
dealers are using COMMERCIAL 


COMMERCIAL CREDIT  crepit PrN to contribute to 
Cc °o RP °o RATI °o cod their progress and profit. Phone 


idi i ; : o in your city or write or 
A subsidiary of Commercial Credit Company, Baltimore ur office in your city or w 


...Capital and Surplus over $100,000,000...offices wire to COMMERCIAL CREDIT, 
in principal cities of the United States and Canada. 14 Light St., Baltimore 2, Md. 
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SOL i Made Better 
; to Serve Better 


SIMPLICITY (ie 


@ There are only two moving parts in JE Solenoid Valves; the 
main diaphragm and the plunger. There is no impact action 
in the opening of the valve, and consequently no loose Ede Major 
mechanical linkage to create noisy valve action. Features of. 


Dependability - 
| 


JACKES-EVANS. «© * -x= 


for your test and ap- 
proval? Write today for 
details. 


ee ee eek ee ee | ie Te? ie ee a 
CONTROLS DIVISION 
GERALDINE a ae: ° ae | er On ee 15 MO 
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“THERE’S THREE-WAY 
PROFIT-PROTECTION WITH 


Servel Supermetic!”’ 


2 SERVEL SUPERMETIC 
ELECTRIC CONDENSING UNITS 


are designed and built throughout to protect 
both buyer and seller. No “push through” pro- 
duction at the expense of product quality and 
performance. Every Servel Hermetic unit is com- 
pact, quiet, with built-in oiling system that pro- 
tects every vital point. Each is fully factory- 
tested to insure full-time operating excellence 
... over the longest period of time. Easier to 
install, easier to check — Servel Supermetic 
makes any job easier to sell . . . keeps it sold! 


3 SERVEL SUPERMETICS 

AND GENUINE FACTORY PARTS 
AVAILABLE THROUGH 92 
AUTHORIZED WHOLESALE 
SUPPLIERS! 


SEND FOR ~ 
MONEY-MAKING a) 
7 Vee) 
TODAY! 


ee eae ee 


SERVEL, INC. 
ELECTRIC REFRIGERATION DIVISION 
DEPT C-4 EVANSVILLE 20, INDIANA 


Send full details about Servel Supermetic and name of nearest 
wholesale supplier: 


NAME (personal). 
TITLE. 
COMPANY. 


ee 
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EXTRA DRY ESOTOO 


(bp 14°F.) 
What at The refrigeration grade SO, that service and 


maintenance engineers have endorsed for more 
than 20 years. Comes in all popular cylinder sizes. 


ca 
rTM elt V-METH-L (bp -10.7°F.) 
“‘Virginia’”’ Methyl Chloride is made specifically 
for refrigeration use. Its low moisture content, 
S ou ye low acidity and narrow boiling range meet the 


most exacting requirements. 


about “VI dO ! ny 7 “VIRGINIA” DISTRIBUTES . .. 
FREON REFRIGERANTS 
(a product of Kinetic Chemicals) 
FREON-113 FREON-114 FREON-11 
(bp 117.6°F.) (bp 38.0°F.) _— (bp 74.7°F.) 


FREON-12 FREON-22 
(bp -21.6°F.) (bp —41.4°F.) 


Mra gs SUNISO REFRIGERATION OILS 


PERMAGUM SEALING COMPOUND 
PRESSTITE INSULATION TAPE 


TO CHARGE A SYSTEM, USE REFRIGERANTS THAT ARE 
CONSISTENTLY PURE, CONSISTENTLY SURE 


STOP THAT DRIP with 
| PRESSTITE INSULATION TAPE 


Now you can stop that constant drip of suction lines, 
circulating cold water pipes, valves and fittings—stop 
it once and for all with Presstite Insulation Tape. It 
quickly and effectively insulates against condensa- 
tion, and it’s so easy to use anybody can apply it. 
Presstite Tape comes in rolls 2” wide and 14” thick. 
It contains 40 percent virgin cork and will adhere to 
any metal surface. Wrappings can be built up to any 
thickness desired. Joints are self-sealing. No cements 
or other wrappings are needed. The convenient pack- 
age contains 30 lineal feet. Stop customer dissatisfac- 
tion before it can start—use Presstite Tape on all new 


and reconditioned installations. 
PHILADELPHIA . NEW YORK e BOSTON 


ae 
CHICAGO * DETROIT ° ATLANTA 


* 
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ASK YOUR WHOLESALER 
OR WRITE 


VIRGINIA SMELTING 


COMPANY 
WEST NORFOLK, VIRGINIA 





ANNOUNCING! A REVOLUTIONARY NEW LIQUID INDICATC.. 


CLOSED 
sliding sleeve keeps new 
Mueller Brass Co. 


QUIK-SIGHT liquid indicator 
dear and clean at all times 


Have these STREAMLINE products on 
hand for every job where you want 


dependable performance. Just slide back the copper protective sleeve on the new Quik-Sight 


indicator and your refrigerant supply is instantly and clearly visible. 

oe Return the sleeve to closed position and the window is securely guarded 
against breakage. Two “O” rings in the assembly form a positive 
seal against dust, dirt and oil film when the sleeve is closed. 


DRIERS AND FILTERS The revolutionary glass-to-metal soldering of Quik-Sight Indicators 


provides a thoroughly tight seal for any refrigerant, and eliminates 
need for gaskets and threaded joints that often work loose with vi- 
bration. Indicator design allows for thermal expansion through the 
whole assembly without strain. 
VALVES 
i eS 
_ ‘ni ger 


Quik-Sight Liquid Indicators are easy to install. Wide wrench flats 
make it easy to get connections tight. The swivel connection on the 
flare end simplifies attachment to valves, driers or line because it 
eliminates all twisting strain on the indicator assembly during installation. 


Quik-Sight Indicators are available in 4" M. Fi. x %”" Fem. Fi. and 
¥%" M. Fl. x ¥"” Fem. Fi. There are MUELLER BRASS CO. Liquid In- 
STREAMLINE refrigeration products are dicators to fit most installations. For complete information consult your 


individual and multiple packaged for com- refrigeration wholesaler or write to— 
plete protection. Write for catalog R-151 
describing complete line of STREAMLINE 

refrigeration products. 


FLARE FITTINGS 


phere MUELLER BRASS co. PORT HURON 12, MICHIGAN 
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100 horsepower Century motor on a 
glass blowing machine 


Two 100 horsepower Century motors 
driving refrigeration compressors. 


Century “2 horsepower capacitor 
motor on a furnace blower. 


ey 


- . 


4 


a 


F 
1/6 horsepower Century motor on a 


ventilating fan 


WHY 

MOTORIZED EQUIPMENT 
KEEPS YOUR CUSTOMERS 
SATISFIED... 


The motor specifications — where skillfully 
selected —to assure the TOP PERFORMANCE 
and DEPENDABLE QUIET SERVICE that is 
built into each class of equipment. 


Refrigeration compressors require one combination 

of operating characteristics and specifications—fans and 
blowers another combination—various types of 

heating equipment still another. 


In over 50 years, Century has developed a wide 
line of types of motors with literally hundreds of 
specifications to choose from. It is easy to ENGINEER 
YOUR PRODUCT PERFORMANCE—THROUGH 
SKILLFUL MOTOR APPLICATION. 


If you have motor service problems, phone or write to 
any of Century’s 28 District offices regarding Century's 
national network of service stations—the motor 
exchange plan will serve you whether your motors are 
in or out of warranty. 


Specify Century Motorized Equipment—get top 
equipment performance—dependable quiet service— 
keep your customers satisfied. 


CENTURY ELECTRIC CC 
1806 Pine Street . St. 
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HERE’S WHY: 


| Superior Quality 
You’re assured the best in cylinder design and production 


because of an unsurpassed “know-how” gained through almost 


half a century of experience and skill by the largest manufacturer 
and user of compressed gas containers. 


Longer Life 


Many extra years of trouble-free life—and added resistance to 
denting, piercing, and corrosion—result from the stronger walls and 
durable construction. 


Lighter Weight 
Transportation costs are reduced, and the cylinders are easier to 


handle, because there are no extra-thick sections that only add weight 
without adding strength. 


Uniform Wall Thickness 


This advantage is worth special consideration. Unusually close 
tolerances in wall thickness mean greater overall protection. 


35-Ib. capacity They Surpass Code Requirements 
You know sturdy Prest-O-Lire Cylinders will never 
let you down because they’re made, tested, and inspected 
not only in accordance with I.C.C. Specifications, 7 
but they also undergo our own rigid tests far y 
beyond standard requirements. y 


> 


Prest-O-Lire cold-drawn cylinders for refrigerant gases are available in 5-lb. (rounded 
bottom or with foot ring), 10-lb., 25-lb., and 35-lb. sizes. You can have 50-lb., 100-lb., 
150-lb. or special sizes and styles made to your specifications. Save more money in the long 


run by using the finest cylinders. Just mail the coupon today for complete information. 


**Prest-O-Lite” is a registered trade-mark of Union Carbide and Carbon Corporation. 


LINDE AIR PRODUCTS COMPANY 
30 East 42nd Street 


LINDE AIR PRODUCTS COMPANY New York 17, N. Y. 


A DIVISION OF Please send full information about PREST-O-LITE Cylinders for 
UNION CARBIDE AND CARBON CORPORATION refrigerant gases. 


30 East 42nd Street [HS New York 17, N. Y. 
Offices in Other Principal Cities 


\ In Canada: 


,. SPPRCPPT ST TrTTT eT) ee esccscsce 
Yon OXYGEN COMPANY, LIMITED, Toronto eae 


ADDRESS... cccclecccccccccvccccs eee 
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Here is water cooling at absolute minimum 
RLE ¥ ERIES cost! The years of trouble-free service built 


into all Marley Natural Draft Towers and 
their low first cost assure it. 


NATU RAL DRAFT They are strongly constructed of only heart 


quality redwood, the wood that withstands 


water. Louvers are slip fit into routed posts 
to prevent warping and permit inspection, 


and are sized and positioned to minimize 


TOWERS ** 


: The Series 100 balanced spray system, fitted 
Available for with patented Marley non-clog nozzles, is the 


Immediate Delivery finest adaptation of basic natural draft de- 


From Stocks In sign. This spray system means positive per- 
24 Cities 


formance with little time or effort spent for 


CALL YOUR LOCAL maintenance. 


MARLEY SALES OFFICE 


All parts of these towers are prefabricated 
at Marley factories for simplest construction 
by any available labor. 


The Marley Company, Ine. 


Kansas City 5, Missouri 
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“General Electric Condensing 
Units mean satisfied customers 
and more business for me.” 


W. 0. Watson 


President, Fountain & Fixture Company 
2416 Caroline Street, Dallas, Texas 


a= 


od 


THE OFFICE GRILLE IN DALLAS, one of Mr. Watson’s many satisfied 
customers, draws its clientele from nearby offices and department 
stores. Its full menu of excellent sandwiches and complete lunches 
requires faultless performance of refrigeration equipment. Shown 
above with Mr. Watson are George L. Athens, owner, and Car] For- 
man, manager. In addition to the Office Grille, Mr. Athens operates 
three cafeterias in Texas that are also served by G-E units. 


In this installation, Mr. Watson used three C 0 N D . N S | N G UJ N ITS 
G-E units: 3% and 1 hp open type and % hp 


hermetic. Since he usually installs fixtures QP oe oe oe oe ee ee es 2 ss 2 ee es 2 2 


custom-made by his own company, the per- _ Easy TQ BUY! i 

formance of the equipment is important to FREE DATA ON G-E SEALED AND OPEN UNITS 
him. Regarding G-E units, he says, “I like EASY TO SELL! i 

them because they give dependable, trouble- _gasy TQ |NSTALL! General Electric Company, Section CR-5 

free service.” Air Conditioning Division, Bloomfield, N. J. 


Tell me the location of the G-E Parts Depot nearest me [) 
Please send me literature on G-E Open Units [) 


You can put your confidence in— G-E Hermetics [1 G-E Renewal Parts [) 


GENERAL @® ELECTRIC 


Bs cee es ee ee ee ee es ee ee es es es oe dd 
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FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 


32 


In the PENN Series 246 Water Valve... bellows, 
range spring and sliding parts never come in con- 
tact with water. Two nylon-reinforced synthetic 
rubber diaphragms (see cut-away view) effectively 
keep water out of these important “working parts”. 

Thus ...the destructive effects of sedimentation 
and abrasive deposits which cause premature wear 
and water valve failure, never have a chance to at- 
tack the PENN valve. Result ... more dependable 
operation and much longer life! 


In addition, PENN’s better design eliminates 


water hammer... sticking of seats... need for lu- 
brication. And the water valve is highly sensitive 
to changes in refrigerant head pressures to assure 
highest efficiency. 


Built in sizes from 34” to 21,” and in flanged 
or threaded styles, PENN Series 246 Water Valves 
are your best buy. Ask your wholesaler or write 
Penn Controls, Inc., Goshen, Indiana. Export Di- 
vision: 13 E. 40th Street, New York 16, N. Y., 
U.S. A. In Canada: Penn Controls Limited, To- 
ronto, Ontario. 


=slolelssilesislzsstecis 


AUTOMATIC CONTROLS 
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NEWS -LAWS -TRENDS 


GROCERY CHAINS showed the most spectacular increase in the application of air conditioning 
to their business during 1951, according to a survey recently completed by Chain Store Age. Gro- 
cery chains spent 50 per cent more (an estimated $15,000,000) for air conditioning in 1951 than 
they did in 1950, the survey shows. In 1951, slightly more than one out of every four new or re- 
modeled chain grocery stores were air conditioned, Chain Store Age estimates. Currently, 16 per cent 
of the stores in the chain grocery field are air conditioned. This compares with only 4 per cent at 


the end of 1949, and 9 per cent at the end of 1950, when estimated expenditures for air conditioning 
totaled $10,000,000. 


FOOD AND FIBER processors and wholesale food distributors have been reminded by the U. S. 
Department of Agriculture that applications for controlled construction materials should be filed at 
least 90 days before the first day of the calendar quarter in which construction is to begin. This action 
is necessary to permit review of the applications and insure that allotments of controlled materials are 
made in time for successful applicants to place their orders, it was explained. Officials of the Depart- 
ment emphasized that such applications should be made only for construction projects which cannot be 
self-authorized and self-certified under NPA regulations. 


MECHANICAL REFRIGERATOR CARS will be used regularly for the first time in hauling meat 
beginning this spring, in a program worked out by John Morrell & Co., lowa meat packers, and Thermo 
King Railway Corp., Minneapolis, manufacturer of transport refrigeration equipment. Twenty-five 
Thermo King cars will be put in service between Morrell’s midwestern plants and points in Florida, 
and will be operating by the time warm weather arrives. Morrell is said to be the first meat packer 
to adopt the new gasoline-powered units for refrigeratiing railroad cars. Highly perishable meat has 
ordinarily been transported in refrigerator cars cooled by ice-filled bunkers, requiring periodic 
servicing enroute to prevent deterioration of the cargo. Morrell has previously been using Thermo 
King units of similar design for refrigerating its over-the-road trucks. Morrell says it is the first 
meat packer to use mechanically refrigerated railroad cars. It says there are only 172 cars in the 


nation equipped with mechanical refrigeration units, and that most of these are used for transport- 
ing frozen foods. 


TRANSPORTABLE AIR CONDITIONERS—low-weight, high-capacity air-cooled air conditioners— 
have been developed by General Electric to meet the highly specialized requirements of mobile labora- 
tories, ordnance trailers, and field medical units. The new air conditioners consist of five “building 
block” components that can be assembled to suit particular installations. More than 20 units report- 
edly have been undergoing field tests by various branches of the Department of Defense. 


UNDERGROUND STORAGE for defense production machines will be provided by Army Ordnance 
Corps with the renting of a 14-acre cave near Atchison, Kansas. Because the cave offers a constant 
temperature of 63 to 65 degrees and relative humidity of 75%, no heating or dehumidifying is neces- 
sary. Based on gross storage space of 650,000 square feet, annual rental and maintenance costs 744 


cents per foot, as compared to approximately 50 cents per foot for commercial warehouse space, it is 
claimed. 


THE TWO-REFRIGERATOR household might become as familiar as the two-car garage, or more so, if 
a sales program advocated by W. Paul Jones, president of Servel, Inc., works out as he hopes it might. 
With 90% of the nation’s homes now equipped with automatic refrigeration, Jones says the replacement 
market now must be looked to for future expansion. He estimates there are at least 10 million refrig- 
erators in use today which are more than 14 years old. As Jones sees it, the “second refrigerator” 
would be greatly different in design, shape and size from the standard kitchen type model. It would 
make provision for the non-table food items that need to be kept in a refrigerator—and which cause 
the crowding of most conventional home refrigerators nowadays. 
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why you should sel 


THIS BEAUTIFUL, sanitary stainless 
steel top is the style leader of the 
water cooler industry! Won’t crack or 


chip; easy to keep clean. Attractive 

Temprite bubbler operates with a 

gentle finger-tip pressure, delivers a 

smooth stream of perfectly cooled 

water without spurting or splashing. 
@ You'll appreciate the meaning of a 
friendly association, when you tie-up 
with Temprite! 


@ We are experienced manufacturers... 
liquid cooling has been our business since 
1929 ... and our purpose is to make 
the best water cooler obtainable! 

@ The design of a Temprite Water 
Cooler is so universally acceptable, that 
you'll be able to sell Temprites wherever 
perfectly cooled drinking water is needed 
... All Temprite Coolers meet the most 
rigid local and national sanitary code 
requirements! 

@ The Temprite line is a quality line; 
measuring up, in every detail, to the 


highest Plumbing and Refrigeration 
standards. 


P d by Five-Ye w t 
BOTH FRONT AND SIDE PANELS may ae a 
be easily and quickly removed for 


se sams" VOY CAN OFFER @& TEMPRITE COOLERS 


SIX BASIC MODELS of Temprite pressure 

bubbler type coolers, with 27 combinations o 

@ features, make it possible for you to meet al 
wit 2 individual requirements. 

Standard capacity sizes are 4 g.p.h., 6 g.p. 

and 10 g.p.h. with 80° inlet water temperature: 


combina tions and a palatable 50° drinking water outlet te 


perature. Available with hermetically-sealed o 
s ; open type compressors, air or water cooled co: 
FOOT PEDAL flow control is optional, 


densers. Any power characteristics can be me 
yet, when applied to the cooler, the of features An explosion-proof Temprite model is avai 


finger-tip control is retained, operat- able for use in potentially hazardous atmos 


ing independently of the foot pedal. pheres containing gasoline, petroleum, lacque 
Either may be used as desired. solvents, natural gas, grain, wood and coal dust 


etc., etc. Bottle cooler and storage compartme 
model also available. 


— Te FE 


TEMPRITE PRODUCTS CORP., 
Box 72-B, East Maple Road, 
Birmingham, Michigan 


| want more information about Temprite Water Coolers. 
C) | am a distributor C) | am a service engineer 


CO lam 


Company Name 


“Be right... sell Temprite’’ 


Temprite 


Street 


City 





BOX 72-B EAST MAPLE ROAD 
BIRMINGHAM 
MICHIGAN 


Circle No. 31 on Reader Service Card for more information 
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On the pages that follow... 


OU’LL find ideas .. . 101 of them, to be exact... . that we 
Y believe will help you do a more intelligent and effective 
job of merchandising refrigeration and air conditioning equip- 
ment to your customers and prospects in the Food Store field. 


Presented in this issue are a carefully selected and condensed 
collection of proven food merchandising ideas, specifically 
“slanted” for use by refrigeration dealers and salesmen who 
work with Food Store operators. 

One of the things you’ll find unusual about this issue is that, 
while most of the ideas presented are associated with foods that 
are sold from refrigerated fixtures and equipment, comparatively 
few of them tell how the equipment itself should be operated. 
This issue tells, instead, how these foods can best be merchandised 
by the Food Store merchant. 

It is our hope that this issue will help you sell more refrigeration 
equipment by giving you food merchandising ideas that you can 
pass along to your customers and prospects... . ideas that will 
make you not only a better refrigeration equipment salesman, but 
a qualified food merchandising consultant as well. 

Leading publications in the Food Store field have granted us 
permission to digest and present information originally published 
in their pages, and have supplied us with photographs wherever 
possible. Our thanks to them for their full cooperation. Without 
it this issue, which we are confident you will find a real manual 
of merchandising ideas, would not have been possible. 


—The Editors 
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FOOD SELLING IDEAS 


SAVES TIME, SAVES WORK, does the 

1 roller-type conveyor system shown installed 

along the left wall of this super market, 

just behind the open-type self-service prod- 

uce cases. Use of this conveyor system, the market has 

found, minimizes all of the lifting and heavy work 

normally associated with handling the crates of fruits 

and vegetables and restocking the produce cases. As a 

result, the market’s management has been able to hire 

girls for this purpose, a factor which has greatly eased 
their employment problems. 


(National Grocers Bulletin, November, 1951) 


FAST PRODUCE HANDLING in the larger 

9 food stores can be made easier if receiving 

space, walk-in cooler, work bench and sink 

are located as close to the produce display 

racks as possible. This cuts down footwork in checking 

in, storing, trimming, and moving stock to display 

units. As vegetables are inspected and readied for 

sale, they are placed under the display rack at right, 
ready for the display set-up man out front. 


(Chain Store Age, February, 1952) 


THE “JUMBLE BASKET,” a time-tried 

3 super market merchandising gimmick, can 

be a sales-puller in the self-service meat 

case as well as in the dry grocery depart- 

ment, a New Jersey market operator has found. He 
was bringing a basket of pork tenderloins and cottage 
butts out to the case one day when he was called to the 
phone. By the time he got back to the basket to trans- 
fer its contents to the display, customers had removed 
more than half the packages. Ever since then, this 
merchant has continued a basket display of these items 
right in the self-service case. He finds that the case 
looks neater, much time is saved, and that csutomers 
like to dig into the jumble to make their own selec- 
tions. Best of all, a substantial sales increase has been 


recorded. 
(Meat Merchandising, March, 1951) 
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AN EDUCATIONAL JOB usually faces the 
4 store that introduces any innovations in its 
merchandising procedures, because many 
customers resist change merely from force 
of habit. A Hutchinson, Kansas, food store which 
found itself in such a situation in connection with 
with prepackaged produce solved the problem by in- 
stalling a work counter in this section and assigning a 
clerk to help customers choose items and also to pack- 
age items in full view of customers. Signs inviting 
customers to have items wrapped and marked at this 
counter were prominently placed for the benefit of 
those who preferred this service. This idea will help 
to ease a store’s customers into acceptance of any self- 
service innovation. 
(Super Market Merchandising, October, 1951) 


CONVERSION of a 12-foot, triple-deck 


5 dairy case to a produce display installation 

has boosted fruit and vegetable sales at this 

Rochester, N.Y. market. Metal screens at 

the rear of the case prevent produce from touching 

the refrigeration coils, and the unit is said to have 
virtually eliminated losses from spoilage. 


(Food Topics, February 4, 1952) 


MORE ATTRACTIVE meat packaging, 
6 greater variety and better arrangement of 
products, freedom of choice for both white 
and negro clientele, and friendly and effi- 
cient meat department personnel are listed by the oper- 
ator of this Arkansas market as important reasons un- 
derlying the store’s record of weekly meat sales of 
$1800, accounting for 30% of total store sales. This 
compares with weekly meat sales of $1500, amounting 
to 25-28% of store sales achieved when this market’s 
“sister store” switched to 100% self-service of meats 
three years ago. Further indication of operational im- 
provement gained through experience lies in the fact 
that operating cost percentages are lower, sales per 
linear foot of display case are higher, and sales per 
employee are up. 
(Progressive Grocer, June, 1951) 
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KEEPING CABINETS CLEAN helps to 
7 make the food store more attractive to shop- 
pers, and gives an important impression of 
“quality.” All porcelain surfaces on store 
refrigeration equipment should be washed down every 
morning with a wet towel. As another aid to good mer- 
chandising, all stock should be removed from ice cream 
and frozen food cabinets every Saturday night, excess 
water drained off, and the cabinets defrosted. Walls 
of walk-in coolers should be scrubbed once a week; 
the floor of the walk-in should be cleaned at least that 
often. All meat hooks and racks should be scoured 
weekly. Thinly coating hooks with oil will make clean- 
ing easier. 
(Progressive Grocer, May, 1951) 


ON THE LEVEL with the floor of your 


& store—that’s the way your walk-in cooler 

floor should be if you want to conserve on 

your manpower and achieve the most efhi- 

cient operation of your food store. Any steps, door 

sill, or similar obstruction at the cooler entrance will 

only complicate the movement of meat or produce in or 
out of the cooler. 


(Meat Merchandising, May, 1951) 


WOMEN LIKE TO WAIT on themselves 
G when they buy frozen fish. Self-service 
cases for frozen fish are preferred by many 
shoppers, who would much rather select 
their fish from open type self-serve frozen fish cabinets 
than from the combination meat and fish cases that 
many food stores use. Women like to wait on them- 
selves when buying fish, just as they do when buying 
most of their other foods in the self-service food store. 
They will take their business where they can buy pre- 
packaged fresh-frozen fish from a modern self-service 
case. Food stores which do the best business in this 
product stock a good variety of frozen fish items in a 
self-service case somewhere near the meat department, 
so that shoppers can’t help but see it every time they 
buy meat. 
(Progressive Grocer, February, 1952) 
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HALF A HEAD is better than (n) one, this 

10 Oklahoma food merchant has found. He 

takes big cabbage heads, which normally 

are hard to sell because they're “just too 

much cabbage” for many families, and cuts them in 

half. Then he wraps these-halves individually in cello- 

phane, prices them accordingly, and displays them at- 

tractively in his produce case. Result? Sales average 
450 pounds a week! 


(National Grocers Bulletin, January, 1952) 


GROUPING MEAT by cooking method is 
11 an idea that many food stores can profitably 
use to increase their sales and volume in 
this important department. One store whose 
meat department sales amount to 20 per cent of total 
store sales, against a direct labor cost of 5.9 per cent, 
shows weekly sales of $69 per linear foot of display 
case. The store has 44 feet of service cases, 43 feet of 
self-service cases, 9 square feet of servicing area which 
includes the space taken up by the cooler, to each linear 
foot of meat case. Weekly tonnage handled in pounds 
per square foot of walk-in in cooler space is 60 pounds; 
weekly tonnage production in pounds per each of seven 
full-time employees is 1422—per man-hour, 26 lbs. 
This store groups meat in both service and self-service 
cases by cooking method. 
(Progressive Grocer, April, 1951) 


FEATURE PEPPERS if you want to cash in 
12 on a popular, profitable produce item. 
That’s the advice of one Long Island mar- 
ket operator who has found from his own 
experience that properly handled peppers can prove 
to be a real profit builder. To keep them in top condi- 
tion, they should be stored at 32 F, with relative humid- 
ity of 85 to 90%. When peppers are in season, both 
volume and dollar profit can be boosted by reducing 
price, thus increasing the number of units purchased. 
Suggestions for uses, such as the sign pictured here, 
also can help build quantity sales. 
(Progressive Grocer, June, 1951) 
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FOOD SELLING IDEAS 


bow 


HERE’S A GOOD EXAMPLE of what not 

13 to do to help the refrigeration machine op- 

erate efficiently in a retail food store. Un- 

fortunately, however, it pictures a condi- 

tion that is all too common in markets throughout the 

country. The compressor is shut off from circulating 

air. It cannot operate efficiently. Danger of fire is 

present, and boxed meat will quickly become heated 
and spoil. 

(Meat Merchandising, April, 1951) 


‘ DOUBLED PRODUCE VOLUME can be 
os 14 achieved by many a food merchant if he 
will only make proper use of his refriger- 
UR PROTECTION ated produce case. He can increase his 
sales of fruits and vegetables and show higher profits 
besides, due to less spoilage and trimming waste. Re- 
frigerated produce looks fresher, and actually is fresh- 
er. It can be kept in prime condition longer with re- 
frigeration. Storage space at the bottom of the produce 
case should be used to house merchandise on arrival, 
and to protect surplus stocks. It is important to buy 
only top-quality produce, so customers can be confident 
of getting only the best in the neighborhood. Mer- 
chandise must be kept clean and properly trimmed at 
all times. Trimming is the food man’s job, not the 
housewife’s, 


 pERRIGERATED FOR YO 


(Progressive Grocer, April, 1951) 


AN ATTENDANT on duty at your self- 

15 service meat cases can prove a worthwhile 

investment in a market large enough to jus- 

tify such a procedure. This “hostess” can 

work on the displays and talk with the customers. She 

can spot and replenish displays that are low. She can 

spot items that are not moving out as they should, 

and report this condition to the management. She can 

head off complaints from the customers, and keep the 

displays neatly and attractively arranged as they should 
be. 

(Meat Merchandising, December, 1951) 
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A CHANGE OF PACE in making up price 

16 cards can be a means of attracting people 
to particular displays. The maanger of a 

super market in Bayside, L.I., attracts at- 

tention to advertised specials in dairy, frozen food, 
and fresh produce departments by using colored paper 
plates for price signs. Lettered in the store, only one 
plate is used for each mirror panel in the refrigerated 
cases. A single strip of cellophane tape holds each 
plate in place above the special item displayed. Be- 
cause they’re different from usual price cards in shape 
—and available in a variety of colors—they really 
stand out like a sore thumb. And there’s plenty of 
space on the plates for a punchy sales message, too! 
(Super Market Merchandising, February, 1952) 


MEAT HANDLING can be greatly simpli- 

17 fied through the use of a continuous over- 

head meat track leading from the delivery 

door of the market to the cutting room. 

Such an installation, like the one pictured here in 

a Montana market, not only makes the handling of 

carcasses much easier but also greatly speeds up the 

entire meat processing operation and minimizes the 
manpower required to handle it. 


(Progressive Grocer, June, 1951) 


INCREASED MILK and cream sales are 
18 possible with use of a large, well-lighted 
self-service dairy box such as the one 
shown here. Milk and cream sales and 
profits run high in stores located in a residential area. 
This case is 13 feet by 8 feet, 6 inches, and has 
12 easy-sliding doors for self-service. It holds up to 
100 cases of milk. Rear loading of this particular 
cabinet helps to eliminate confusion on the customer 
side. Milk and cream are high selling items in this 
market, so the dairy case is located in the left rear 
of the store so as to improve store circulation. Milk 
and cream sales make up about 5 per cent of the total 
sales volume of this particular store. 
(Progressive Grocer, March, 1951) 


and AIR CONDITIONING « APRIL, 1952 





Pom > Te len | 
* 


FOOD SELLING IDEAS 


READY-TO-EAT food departments are a 
19 good source of additional profits for alert 
food stores. Such foods as prepared salads, 
french fried potatoes, potato salads, and 
other prepared foods have been proved especially good 
“movers” in these departments. Use a self-service 
refrigerated case for merchandising these foods, and 
keep a careful check on items that are popular to 
correctly decide what foods to add and what foods 
to eliminate. If a store prepares its own foods, addi- 
tional equipment required will include oven, potato 
peeler, deep fryer, hot water heater, pots and pans— 
at a total cost of around $1500. With its own cook- 
ing equipment, a store can offer such special dishes as 
a sea food platter (with a variety of fish and french 
fried potatoes), vegetable soup, noodle soup, cooked 
rhubarb, gravies, rice pudding, pepper hash, and 
potato salads. 
(Progressive Grocer, January, 1951) 


MAKING TRACKS to the refrigerated dis- 

20 play case holding any item you wish to 

promote is one sure way of boosting the 

sale of slow moving merchandise. This 

time-tried stunt of painting footprints on the floor can 

increase sales of the featured item by as much as 25%, 

experience has proved. It’s easy, too. Just trace the 

outline of your shoe on cardboard, cut along these 

lines with a razor blade, and you have a perfect stencil 

for making the footprints. Use water color paints 

which will last about a week and yet which will wash 
off readily when desired. 

(National Grocers Bulletin, March, 1951) 


FRANKFURTERS ARE A NATURAL focal 

91 point around which food stores can build 
their cold meat merchandising programs, 

believes the owner of a Pittsburgh market. 

Years of experience have shown that frankfurters ac- 
count for 25 to 40% of all cold meat sales, so they 
naturally make the best center of customer interest. 
When customers see frankfurters they automatically 
think of cold meats. This market capitalizes to the ut- 
most on this association by using such tricks as sur- 
rounding featured displays of cold meats with attrac- 
tive borders of frankfurters. Another natural tie-in 
is the display of condiments on top of the cold meat 
case. Increased sales hav* proved that customers can’t 
resist the tempting combination of frankfurters, condi- 
ments, and cold meats—and the “talking signs” which 


link them all together. 
(Progressive Grocer, July, 1951) 
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FOOD SELLING IDEAS 


t ° 4 


AIR CONDITIONING has become an im- 
99 portant part of the modern food market's 
operation. Most recent estimates indicate 
that 16 per cent of the chain food stores 
in the country are air conditioned for customer com- 
fort. There is another important part that air condi- 
tioning plays in the modern market, however—and 
that is in the vegetable processing room where produce 
is trimmed and prepared for display. Here is an 
example of how one large food store has applied 
air conditioning equipment for this purpose. Produce 
is a high-profit item; keeping it under proper refrig- 
eration from farm to customer reduces losses from 
spoilage and trimming, and makes the product look 
and feel crisper and fresher for days longer. 


LACKING ADEQUATE DISPLAY facilities 
93 for dairy products, this California mer- 


chant has found a means of drawing the 

attention of shoppers to these products by 

placing a limited supply of butter on a wooden ledge 

laid across one end of the store’s open self-service 

frozen food case. A similar ledge at the other end of 

the low-temperature case is used to feature prepack- 
aged cheeses. 

(Food Topics, January 21, 1952) 


WRAPPING MATERIALS for frozen foods 
94 —a high profit item—can be merchandised 
very effectively if they are given space on 
or close to the frozen foods cases. Greater 
storage space in modern refrigerators makes it pos- 
sible for the housewife to wrap more perishables, so 
repeat sales are higher. The fact that 60% of the 
refrigerators being sold now have frozen food com- 
partments has not only increased the sale of conven- 
tional wrapping materials, but has opened up a whole 
new field for sales of frozen food wraps, containers, 
cartons and bags. Extra sales of wrapping materials 
can be obtained by taking advantage of local oppor- 
tunities. Food stores located in areas where ownership 
of home freezers is high can cash in on this extra-profit 
opportunity in a big way. 
(Chain Store Age, December, 1951) 
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SALES OF CHEESE of all kinds can be in- 

95 creased greatly by working a tie-in arrange- 

ment such as is illustrated here. Cheese, 

butter, and other dairy products requiring 

refrigeration are displayed in the cases, and displays of 

packaged cheese are placed in baskets on the top of the 

refrigerated cases. A similar tie-in could be worked with 

buns, bread, etc., located atop the case instead of pack- 
aged cheese. 

(Progressive Grocer, March, 1951) 


STORES CAN PROFIT in their poultry 
26 merchandising efforts by making use of the 
shelf space above the open-type poultry 
display case to stack such related items as 
cranberry sauce, bread crumbs, dressing ingredients, 
etc. This spurs impulse buying by making selection 
easier and quicker for shoppers. Other ideas that help 
to boost poultry department profits are printed sugges- 
tions as to how many servings can be obtained from 
different size birds, how many servings can be obtained 
from a pound of cranberry sauce, etc. Poultry cooking 
tips—how long to cook various size birds, and at what 
temperature—through talking signs on display cases, 
are another aid to higher poultry sales and profits. 


(Progressive Grocer, November, 1951) 


FOLLOW FIFO, or “First In, First Ow 

97 procedure in your meat cooler for most ef- 

ficient operation. Arrange meats in your 

walk-in cooler in such a way that they will 

be cut and packaged for sale in the same order in which 

they are received from your supplier. Likewise, follow 

this same FIFO procedure in moving the individual 

cuts of meat in and out of your double-duty and open- 

type cases for both service and self-service merchandis- 

ing. Following this rotation religiously will cut shrink- 
age losses to a minimum. 

(Meat Merchandising, December, 1951) 
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DRIED FRUITS sales and profits can be in- 

creased measurably by locating them in a 

“hot-spot” position such as is ‘illustrated 

here, alongside perishable fruits and veg- 

etablés in long, well-illuminated wall racks. 

Packaged raisins and prunes are also a part of the dis- 

play shown. Locating dried fruits in with the regular 

produce results both in,the normal sales to those cus- 

tomers who use dried foods regularly and also gets 

hundreds of impulse sales from other customers who 

see the attractive displays of fruits, several of which 

may be out of season in fresh form. This development 

of new customers for dried fruits means a build-up in 
volume. 

(Chain Store Age, December, 1951) 


MAKE SHOPPING PLEASANT for your 

99 customers: if you want to keep the cash 

register ringing. In this Louisiana market, 

two 10-foot fruit and vegetable cases are 

placed back to back to form a compact island which 

makes for easier shopping, especially during busy pe- 

riods. Storage compartments in the base of these cases 

make it possible for the store manager to store surplus 

stock at the point of sale, thus enabling him to get 

merchandise on display in a jiffy, without any delays. 

Since this arrangement was established, produce now 
accounts for 15% of this market’s total sales. 


(Progressive Grocer, October, 1951) 


PROFITABLE SIDELINE business in a line 
30 of prepared salads and cooked meats can 
be built by most super market operators 
with a little effort. Gross profit on this type 
of product can be as high as 55%, and is always well 
higher than normal profits in other store departments. 
One Alabama grocer who has built a $500 a week 
volume says it has best chance in stores in an apatt- 
ment area or in an area with many working wives to 
buy ready-cooked, ready-to-eat items. Start with more 
than one item, this dealer says—he suggests at least 
10 (6 salads, 4 meats). Display these items separately, 
not as an afterthought to the dairy or meat department: 
Limit regular items to daily sellers, with an occasional 
“extra” added for variety; be sure that quality is uni 
formly high, always. 
(Meat Merchandising, November, 1951) 
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ICE CREAM SALES have been doubled by mS 
3 1 some stores—as far as sales of half-gallon bp aaa 


packages are concerned—in a relatively ge on a 
short time after placing a big, attractive oom ——— 

sign over packages on display in the ice cream cabinet. 

Customers with big families—and those who own home 

freezers—quickly realize that they can save money 

by buying their ice cream in large quantities, and many 

of them will change their buying methods, many stores 

have found, to take advantage of this saving. 


(Progressive Grocer, February, 1952) 


ADDING FOOD PRODUCTS that are out of 
3 the ordinary for self-service meat depart- 
ments can often make a conspicuous suc- 
cess of those departments—and help to sell 
more foods of all types in them. Here are some sug- 
gestions that have worked out well for food dealers: 
(1) snack steaks displayed in the frozen foods case; 
(2) sliced beef liver in paper can with transparent 
lid; (3) pre-cooked spaghetti and meat balls, featured 
in delicatessen cases; (4) fresh pork sausage, protected 
by special packaging materials; (5) boneless rolled 
rib lamb roast, garnished with parsley; (6) chicken 
pie with gravy in separate paper can, a delicatessen 
item; (7) cooked haddock, ready to eat after quick 
heating; (8) boneless chops from the rolled lamb rib 
roast; (9) corned beef (or other meat specialty). 


(Meat Merchandising, February, 1952) 


Se ee OT 
Toth OU be 
PLASTIC SHEETING is used by the owner ie. 
30 of this independent Wyoming market to 
cover his open-type refrigerated display 
cases at night. The plastic sticks to the case 
after the sides of the case are moistened. This system 
saves on electricity, he has found, by keeping the cold 
air inside the case and reducing the running time of the 
compressor. In this way the refrigerated items are 
held at the proper temperature throughout the night 
with minimum operation of the refrigeration equip- 
ment. 
(Progressive Grocer, August, 1951) 
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FOOD SELLING IDEAS 


PREPACKAGED FLOWERS, displayed in a 

34 self-service refrigerated case alongside the 

fruits’ and vegetables in the perishable 

produce section, proved a big hit in this 

Erie, Pa., food market. Here a customer selects a 

box of roses selling for 39 cents. This featured display 

not only proved a profit maker in itself, but it also 

served as a “magnet” to draw customers to the store’s 

produce department and thus increased the sales of 
these stock items as well. 

(Food Topics, August 6, 1951) 


CLEAN MIRRORS and other glass surfaces 
35 in a food market are an important part of 
good merchandising practice. Cleanliness 
is good merchandising; clean equipment 
and merchandise make customers feel they are in a 
store that sells quality products. Mirrors should be 
cleaned with a moist towel every morning, and when- 
ever else they may need cleaning during the day. Clean- 
ing the glass and porcelain on meat cases will make 
them look “like new” much longer. Meat should be 
removed from display cases once a week (on Saturday 
night), and the interiors scrubbed with brushes, using 
boiling water. 
(Progressive Grocer, May, 1951) 


A SPECIAL CASE for specialty items can 

3 do a lot to boost the meat volume—and 
profits—of any food market. One Phila- 

delphia super has gone “all out” along 

this line by having a gold-plated 7-foot open refrig- 
erated display case made to special order. This deluxe 
case is located prominently in the store and is used 
for display of a limited number of fancily wrapped 
meat and poultry cuts such as pheasants in full plum- 
age, prime standing rib roasts, tender young fryers, etc. 


(Meat Merchandising, September, 1951) 
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to help you sell 


Water Coolers 


A good product and a good reputation solve half your 
selling problem. Westinghouse has both. The efficient 
trouble-free operation, long-life usefulness, plus the 
Westinghouse 5-Year Guarantee Plan speak for 
themselves in thousands of establishments where 
Westinghouse Water Coolers have been continuously 
operating for years. That’s a good product! 


Proof of reputation is established by the outstand- 
ing percentage of the industry sales obtained in 1951. 
To continue this sales success, Westinghouse pre- 
sells for you with eight advertisements in Time 
Magazine and eight more in Newsweek .. . plus six, 
two-page spreads in Architectural Record... plus 
telephone directory listings in all major cities... plus 
an 8-page insert in Sweet’s Catalog. 


AND for your use, Westinghouse supplies a com- 
plete Sales Kit (2WC-2301) which includes: Co-op 
Ads, Specification Sheets, Direct-Mail Circulars, a Full 
Line Folder, and a Plan of Action for greater sales. 


WRITE TODAY FOR ADDITIONAL INFORMATION ' For further information about all 12 Westinghouse 


Water Cooler Models call your Westinghouse 
Distributor or mail this coupon. 


Name___ eed 
Kol el YR) 1) ee 
sina coh 


WU KS Sy I i n ghe yal Se wnemeenanes ELECTRIC esneennan 


Electric Appliance Division + Springfield 2, Mass. 


Circle No. 33 on Reader Service Card for more information 
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MEAT SALES INCREASED by more than 

37 30% in this Los Angeles, Calif., market 
since the installation of the self-service 

case shown here exerting its “impulse ap- 

peal” on shoppers. They just can’t resist the tempta- 
tion to stop and look at the attractively wrapped, plain- 
ly priced meat items which this case contains. And 
the longer they stop and the closer they look—the 
more they buy. The service case in the foreground 
features special meat cuts which are not prepackaged. 


(Food Topics, July 9, 1951) 


A 50% INCREASE in sales (from about 

3 $800 to $1200 weekly) was achieved by 

this Garden City, N. Y. poultry shop in less 

than a year after the owner started the prac- 

tice of displaying a variety of poultry daily in this 

show window display case. He keeps the display art- 

fully garnished with rubber greens, chopped ice, and 

price markers. The store’s margin has been equally as 

good as its volume, running about 20% on sales. This 

merchant is a firm believer in the importance of keep- 

ing his display case glass sparkling clean at all times 

so that customers can see and appreciate the natural 
attractiveness of the product. 


(Progressive Grocer, August, 1951) 


SHOW WINDOWS consisting of large 

39 clear glass panels permitting customers to 

see into your walk-in cooler may be pretty, 

but they aren’t practical. It is a constant 

problem to keep the interior of a cooler in orderly ar- 

rangement so that it will present a creditable appear- 

ance to customers viewing it from the outside. And an 

untidy appearing cooler will do you a lot more harm 

than good. For this reason, such treatment is recom- 

mended only for the one-man shop in which it is neces- 

sary for the man at work in the cooler to keep an eye 
open for customers at the meat case. 


(Meat Merchandising, May, 1951) 
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ADEQUATE SPACE in the walk-in cooler 
4 for bulk storage of meats is a “must” for 
efficient and profitable operation of a meat 
department. Conditions vary, of course, 
but a good rule of thumb is that there should be about 
500 cu.ft. of cooler for the first 10 feet of display case, 
and an additional 300 cu.ft. of walk-in space for each 
added 10 feet of case, or fraction thereof. For example, 
a 7x 9 x 8 -foot cooler (504 cu.ft.) should be ample 
for a single 10-foot display case. For two such cases, 
the cooler should measure at least 10 x 10 x 8 feet (800 
cu.ft.) Three or more display cases and a cooler of 
corresponding size should be supplemented by a re- 
frigerated preparation room, if possible. 
(Meat Merchandising, May, 1951) 


EXPERIENCE HAS PROVED repeatedly 


Al that attractive displays of various types of 
salad dressings located near the refrigerat- 
ed case which holds the salads or the salad 
ingredients will do much to up the sales of these spe- 
cialty items. In fact, a recent study shows that the 
sale of one jar of mayonnaise sells an average of $2.50 
worth of related salad fruits, vegetables, relishes, etc. 


(National Grocers Bulletin, April, 1951) 


SELF-SERVICE SELLING of hand-packed 
49? ice cream, in stores that make their own 
ice cream or which sell bulk commercial 
ice cream, can be made to pay a “plus” 
profit. Here’s how a Salem, Ore., market handles it. 
A number of pint and quart containers of various 
flavors are prepacked. The ice cream is not packed 
down hard, but extends high within the carton flaps, 
which are not closed down. No attempt is made to fill 
air space in the carton. Prepacked cartons are wrapped 
in cellophane and labeled with flavor. These hand- 
packs can be sold for 5 cents per unit more than sealed 
cartons. The customer gets over-measure and the store 
gets greater yield out of each can because the ice 
cream is not tightly packed. 


(Meat Merchandising, February, 1952) 
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FOOD SELLING IDEAS 


EYE APPEAL—and sales volume—of the 

dairy department in this Missouri super 

market has been heightened by an integrat- 

ed self-service “dairy center” located 

against one wall of the market. The display consists of 

continuous refrigerated cases fitted into recessed 

matching wall panels fabricated of 8 x 5-foot auto- 

body steel sheets. An extended overhanging canopy 

with a contrasting border identifies the section. Wedge- 

shaped partitions separate the cases, a reach-in refrig- 

erator for highly perishable products, and a related 
“coffee service” department. 

(Food Topics, January 21, 1952) 


TO BOOST SALES of luncheon meats, this 

44 food store displayed bread on top of the 

self-service meat case. The related-item 

technique worked; sales of both meat and 

sandwich bread went up 20 per cent. This is a good 

example of “showmanship” of a quiet, but effective 

type that food merchants can practice every day. 

There’s a twoway benefit in food store showmanship— 

customers not only get variety in the kind of food to 

choose from, but also get variety in the ways in which 

it is presented. This creates interest, and interest 
creates sales. 

(Progressive Grocer, January, 1951) 


TEACHING IS SELLING, when it comes 

45 to cheeses, and here’s one store-tested pro- 
motional stunt which never fails to pay off 

in bigger cheese sales. Try attaching little 
typewritten cards to your refrigerated cheese displays 
telling the shopper a little something about how each 
particular type of cheese may be enjoyed. Typical ed- 
ucational sales plugs might run something like this: 
“Roquefort Cheese—ideal as a dessert, in canapes, in 
salad dressings, or on cheese trays”; “Cheddar—extra 
good with apple pie”; “Gouda—try it grilled with 
hamburgers”; “Edam—grand with ham or bacon”; 


etc. 
(National Grocers Bulletin, October, 1951) 
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as easy as bending 


@ There’s nothing to bending dead-soft Dryseal. 


No special tools . . . in fact no tools at all, are 
needed. Simply bend it by hand. The soft temper 
of the copper used and its ductility are the reasons 
why Dryseal will not give you any trouble by split- 
ting when it is flared for compression fittings. 
Another important feature is the absence of 
moisture in Dryseal. A special, precise, mechanical 
double-crimp seal made at each end of the tube 
when it is manufactured keeps the inside com- 


pletely bone-dry and free from dirt. What’s more, 
this seal is made in such a way that it does not 
change the diameter of the tube. This makes it 
possible to pass the tube through any opening 
large enough for the tube itself. Economical tube 
sizes range from Ye" to %" O.D. 

And, for your greater convenience we have just 
recently brought out Dryseal in a nifty-50 one-coil 
carton. This carton, which has been attractively 
designed for easy identification in stock, contains 
one 50-foot coil of Dryseal.. . . is easier to handle, 
light weight, economical. 


REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
e . . 


Le in and Rie Md.; hice and Clinton, Til; oa. Micky 
iversid |ass.; Rome, — 
: mg Ohh Offices in Be Stiker Distributors Everywi here 


SEE “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 


Cirele No. 34 on Reader Service Card for more information 
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DEPARTMENTALIZE your self-service 

46 meat department with attractive signs, as 

this New Jersey market has done, if you 

want to avoid confusion on the part of hur- 

ried shoppers. The management of this market firmly 

believes that maximum display is the most important 

factor in selling self-service meats, and that anything 

which can implement this display is well worth the 

effort. The signs shown in this photo, plainly indicat- 

ing the areas in which different cuts of meat are locat- 
ed, is an important step in that direction. 


(Progressive Grocer, June, 1951) 


POULTRY-BUYING HABITS of shoppers 
4 have changed tremendously since the ad- 


vent of self-service meats, and food store 
merchants should be encouraged to keep in 
step with today’s trends. Giving housewives freedom 
of choice in buying poultry makes a big hit with them. 
Showing prepackaged poultry in open refrigerated 
cases changes it from a hard into an easy product to 
buy. Featuring cut-up poultry, and encouraging shop- 
pers to buy the parts their family likes best also simpli- 
fies the buying and serving of different kinds of poul- 
try. 
(Progressive Grocer, November, 1951) 


BUILDING A PROFITAbcE business in 

4 particular types of fish is largely a mat- 

ter of catering to neighborhood tastes. In 

the instance illustrated here, the store 

utilizes a full-case display featuring about 20 types of 

jar fish specialties. Because tastes vary by locations, 

tests are necessary before varieties can be definitely 

established. To broaden demand for jar fish as snack 

and cocktail items, the store shown here locates the 

refrigerated case display close to the dairy cases, where 

demand for cheeses for use in hors d’oeuvres stimulates 
interest in jar fish for diversification. 


(Chain Store Age, January, 1952) 
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AN INCREASE OF 500% in sales of top- 
49S pings as a result of displaying them on this 
open-top ice cream cabinet was reported 
by a California food market. Changing the 
merchandising of open-type equipment for closed top 
cases formerly used has doubled ice cream sales during 
the slowest months of the year for other food stores. 
Toppings for ice cream are the tie-in food item first 
thought of in connection with ice cream merchandising, 
but other foods also show increases when given good 
display in this section. For example, one food store 
reports greatly increased sales during the “strawberry 
season” through displaying fresh strawberries and 
cakes for shortcake on the ledges and top of its open- 
type ice cream cases. 
(Chain Store Age, December, 1951) 


SPREAD-OUT ARRANGEMENT (in V- 

50 shape) of two meat cases, such as is illus- 

trated here, helps to attract attention of 

shoppers to a store’s meat department and 

helps to maintain the sales volume of this department, 

which should be near the top in most food markets. 

This particular meat department has service-type cases. 

Display shelves between the two cases are useful in in- 

creasing sales of profitable condiments and other re- 
lated food items. 

(Progressive Grocer, November, 1951) 


HELP YOURSELF to salad profits, is the ad- 
5] vice of one Milwaukee market owner who 
knows from experience that there’s money 
to be made pushing this hot weather spe- 
cialty. If you have the facilities and the help to handle 
it, one ideal way to capitalize on the average house- 
wife’s reluctance to “slave over a hot stove” on a balmy 
summer day is to display and sell a line of prepared 
salads. This market makes its own salads in a small, 
modern kitchen at the rear of the store. One full-time 
and one part-time employee handles this job. Most of 
the ingredients come from the store’s own meat and 
produce departments. Another idea is to display “chat- 
ty” signs with various salad recipes on the cases where 
the “makings” are displayed. 


(National Grocers Bulletin, August, 1951) 
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SERVICE MEATS are cut and wrapped 
59 while shoppers watch in this Quincy, Mass., 
super market. Clerks at the center of the 
horseshoe-shaped meat department are 
kept busy wrapping beef, hamburg, and pork chop se- 
lections featured in the service case. The self-service 
meats being surveyed by shoppers in the case at the 
left are prepackaged in the store’s basement cooler. In 
the basement, six men and 14 women cut and prewrap 
the self-service meat items, and platter and tray the 
service meats. Both prepackaged and service meats 
are sent up to the meat department on an electric 
elevator which is right behind the self-service case. 


(Food Topics, July 9, 1951) 


MEAT MERCHANTS, in many instances, 

53 don’t fully understand how to make most 

eficient use of their cooler space. They 

hang some of the meat quite closely to- 

gether, while leaving other sections of the cooler vir- 

tually empty. Spacing out meat more evenly within 

the cooler makes for more efficient use of cooler space 

and improves the job the refrigeration is able to do by 

allowing stored products to take full advantage of air 

circulation. Handling of the quarters also is greatly 
facilitated when ample “elbow room” is provided. 


(Meat Merchandising, October, 1951) 


SMALL SALES SPACE need not be a 
54 deterrent to store volume. Many meat men 
doing business in a small store need more 
space for both meats and dairy goods. A 
combination service and self-service case such as the 
one shown here will give greatly expanded display 
space with only small additional floor area over that 
occupied by a regular service or self-service case alone. 
A variety of separate food items can be carried in the 
open section, mostly packaged or bottled items that are 
more easily handled. The store pictured here uses the 
service section to obtain a more complete display of 
fresh and luncheon meats. This type of arrangement 
might prove effective in small stores and stores in re- 
sort areas where seasonal sales are heavy. 


(Meat Merchandising, December, 1951) 
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BOLD PRICING in proper position adds 

55 the finishing touch to a well-planned pro- 

duce display. An arrangement such as this 

in a Delaware food store is much more ef- 

fective than the haphazard methods used in some mar- 

kets. Price markets are attached to a tight wire strung 

the full length of the attractively arranged self-service 

cases. The large, clear labeling and pricing leaves no 

doubt in the customer’s mind as to just what she is 
buying and how much it will cost. 


(Progressive Grocer, June, 1951) 


WANT TO CREATE a different type of 


56 meat display? It’s almost axiomatic that 
the more attractive the meat display, the 


more meat a market will sell. So convinced 
is one Georgia market owner of this fact that he gives 
free rein to his meat display man to create unique, eye- 
catching set-ups like this, in which artificial rubber 
greens are used to form the store’s initials, “J. J.” It’s 
just one of many display tricks this enterprising market 
uses to dress up its display cases—and boost its meat 
sales. 
(Progressive Grocer, September, 1951) 


FROZEN FOODS SALES can be kept high 

57 by giving different items unusual display 

treatment. Here a refrigerated shelf is used 

to display any “special” item that is being 

featured. Note the use of shelving above the case to 

house an assortment of spices. Other related foods 

could be displayed equally well. Displays of this kind 

not only increase sales of various foods, but also help 

to break up the monotony of blank wall space behind 
almost any sort of fixture display. 


(Progressive Grocer, November, 1951) 
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VARIETY IN DISPLAY of frozen fish is 

58 one of the principal factors in making this 
department a year-around profit maker for 

the food store operator. More than 20 vari- 

eties of frozen fish, each identified by names in the 
molding above their location, make selection quick and 
easy. Formerly within the meat department’s domain, 
fish is being rapidly transferred to the frozen food de- 
partment. Selling fish in frozen form minimizes spoil- 
age losses, reduces selling and handling costs, gives 
higher profit returns. Pre-cooked seafood items also 
are good profit-makers for the frozen food department. 


(Chain Store Age, January, 1952) 


LOADING THE PRODUCE DISPLAY is 
59 made quick and easy if cases of trimmed 


lettuce, cauliflower, etc., are available di- 

rectly beneath the display rack. Clerks can 
quickly place stock on the clean rack simply by open- 
ing a door and pulling the case forward. Display work 
can be done without interfering with store traffic, and 
extra stock for re-filling the case is always handy. 
Perishables left over at the end of the day can be 
packed in cases, pushed under the rack, and moved into 
the cooler for refrigerated storage until next day. 


(Chain Store Age, February, 1952) 


$1000 A WEEK INCREASE in volume 
60 for a store in Meridian, Miss., was sparked 
by new refrigerated installations consisting 
of two 12-foot produce cases, one 12-foot 
triple-deck dairy case, and an 8-foot self-service spe- 
cialty meat display cabinet. Bulk displays of potatoes 
and onions were placed on dry racks opposite the 
chilled fruits and vegetables. The new equipment re- 
quired an investment of $5400 but, according to the 
owner, is paying for itself by cutting produce spoil- 
age to less in a week than it was in a day before the 
refrigerated cases were installed. 


(Food Topics, January 4, 1952) 


(More “Ideas” on page 90) 
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AIRTEMPT OFFERS 
5-YEAR WARRANTY 

A complete five-year 
warranty on the refrigera- 
tion compressor in its 
“Packaged” air condition- 
er has been announced by 
Chrysler Airtemp. The war- 
ranty is now available to 
purchasers of Chrysler Air- 
temp units through their 
local dealer. 

Under the terms of the 
warranty, the entire com- 
pressor assembly will be re- 
placed in the event of fail- 
ure due to materials or 
workmanship. 

The warranty covers the 
entire line of Chrysler Air- 
temp “packaged” air con- 
ditioners in all sizes: 2 
through 15-ton capacities. 

It provides for replace- 
ment or repair of the com- 
pressor, including freight 
to and from the factory, 
plus field labor allowance, 
according to C. E. Buch- 
holzer, president, Airtemp 
Div., Chrysler Corp. 


5-YEAR PROTECTION 
ON CARRIER UNITS 

A new low-cost five year 
protection plan on all Car- 


rier self-contained Weath- 
ermaker air conditioning 
units installed since Sept. 1, 
1951 is announced by Car- 
rier Corp. 

The plan automatically 
covers all units shipped af- 
ter Feb. 15 and can be ap- 
plied retroactively to Sept. 
1 upon payment of the pro- 
tection cost. 

The plan applies to year- 
round Weathermakers for 
conditioning residences and 
to Carrier’s 3 to 15 hp self- 
contained models for com- 
mercial, industrial, and of- 
fice use. It protects pur- 
chasers against major ex- 
pense due to failure of the 
hermetic refrigeration mo- 
tor compressor during the 
first five years of owner- 
ship. 

Original users will be en- 
titled to repair or exchange 
of this assembly if it fails 
to function in normal serv- 


ice at any time during the 
period. 

Carrier officials de- 
scribed the plan as more 
comprehensive than a nor- 
mal warranty since replace- 
ment is not contingent 
upon discovery of a defect 
in construction of the com- 
ponent. The new protection 
supplements the present 
one year warranty which 
covers all parts of the 
Weathermaker unit. 

A companion plan pro- 
viding low cost exchange of 
hermetic motor compres- 
sors is also announced cov- 
ering all Weathermakers of 
the current model installed 
before Sept. 1, 1951. 


NEW COIL FEATURED 
IN JORDON LINE 


A new ceiling mounted 
blower coil designed and 
engineered as an integral 
part of the cooling system 
in its line of reach-in re- 
frigerators, wall display 
cases, and other commer- 
cial refrigerator models 
was previewed by Jordon 
Refrigerator Co. at its 1952 
sales convention. 

Tradenamed “J or d-O- 
Matic”, this new high hu- 
midity coil is designed to 
actual requirements of each 
modei and not only provides 
better food preservation 
conditions but also adds 
10% or more to the actual 
storage capacity of the re- 
frigerator with which it is 
used, the company claims. 

A new line of home and 
farm freezers also was in- 
troduced at this meeting. 
Both upright and chest 
type models are available. 
Included in the promotion- 
al plans for the freezer line 
is a complete “food deal’ 
whereby the dealer or re- 
tail store can offer a freezer 
filled with frozen foods at a 
low price. 

Other new models shown 
included a 414-foot sliding 
door wall case, and a new 
model glass front frozen 
foods merchandiser. 
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CMP REG 7 COVERS 
INSTALLATION, TOO 


The National Production 
Authority has _ recently 
amended Controlled Ma- 
terials Plan Regulation 7, 
dealing with repair parts 
and materials for repair- 
men, for clarification pur- 
poses. 

With the words “and in- 
stallation”’ inserted in Sec- 
tion 3 NPA made it plain 
that a repairman may in 
each quarter use the RE 
allotment symbol on deliv- 
ery orders for copper wire 
mill products for function- 
al uses up to $150 worth 
or 20 percent (whichever 
is greater) of what he used 
in his repair, maintenance 
and installation work in 
the calendar year 1950 
(base period). 

This provision applies to 
work done for persons not 
eligible for a quota under 
CMP Reg. 5 (Maintenance, 
Repair and Operating Sup- 
plies) or any other NPA 
order or regulation afford- 
ing such assistance. 

The amendment does not 
change the major  pro- 
visions of Regulation 7. It 
was made simply to clarify 
a point which has aroused 
speculation in the trade, 
officials explained. 


2 FEDDERS ROOM 
UNITS DOWN $20 


Price reductions of $20 
on each of two room air 
conditioners have been an- 
nounced by Fedders-Quig- 
an Corp. 

The one-third ton unit 
now lists at $229.95 and 
the one-half ton air condi- 
tioner, with the new auto- 
matic comfort control at 
$329.95. 


LYNCH OPENS NEW 
BRANCH OFFICES 


New sales offices and 
warehouses have been 
opened by Lynch Corp. in 
New York City, Chicago, 
and Atlanta, Ga. 


NEXT EDUCATIONAL 
MEETING MAY 2-4 
IN PHILADELPHIA 


The first in a new series 
of Educational Conferences 
to be held in the interim 
period to the 1952 All- 
Industry Show has been 
scheduled for May 2, 3 and 
4 (Friday, Saturday and 
Sunday) in Exhibition Hall 
of Convention Hall, Phila- 
delphia, it has been an- 
nounced by Refrigeration 
Equipment Manufacturers 
Association. 

The Philadelphia con- 
ference will be the ninth 
such program to be con- 
ducted under REMA spon- 
sorship and with the co- 
operation of other industry 
associations. Each confer- 
ence includes a full sched- 
ule of educational talks, 
films and demonstrations. 
Participation by manufac- 
turers is limited to exhibits 
of an educational nature, 
and companies which were 
exhibitors at the All-Indus- 
try Show last November 
are offered exhibit space 
without charge. 

Besides the Philadelphia 
conference, two additional 
conferences will be held 
prior to the 1953 Show in 
Cleveland. One of these 
will be held in the Miami 
area in November or De- 
cember of this year, and 
the other will probably be 
held in April, 1953 at some 
place on the west coast. 


JOE MIDEKE DIES 
OF HEART ATTACK 
Joseph M. Mideke, vice 
vice president of Mideke 
Supply Co., Oklahoma City 
refrigeration parts whole- 
saler firm, died suddenly 
Feb. 29 of a heart attack. 
He had been in the hos- 
pital for an operation, and 
Was apparently well on the 
road to recovery from this 
when he was stricken. 
Active in REWA affairs, 
he had served as a national 
director and was one of the 
organizers of Region 8. 


59 





Eastin hot 


CONDENSATE 
DISPOSAL UNIT 


Automatically removes hot condensate 
from air conditioning units 


This completely automatic unit disposes of hot 
liquid condensate at temperatures up to 200-210F. 
It’s easily installed in air conditioning, or similar sys- 
tems, where normal gravity drain-off is not possible. 
Quiet and reliable, it requires no oiling or main- 
tenance during its long life. Low operating cost and 
rust proof construction make this compact and 
rugged unit a worthy investment in convenience. 
Complete catalog material on request. 


SPECIFICATIONS 

TANK: Capacity — Approximately 0.8 gallons. 
Brass with black enamel outside. 

PUMP: Bronze centrifugal pump. Delivery ap- 
proximately 4% GPM at O PSI and shut off 
of 12% PSI. 

MOTOR: 1/40 HP, 3450 RPM, single phase, 60 
cycles, 115 volt, totally enclosed, ball bear- 
ing, capacitor start motor. 

WEIGHT: 23 pounds. 

CONTROL: A switch, operated by a float, is so 
set that the pump will pump out approximately 
0.4 gallons of condensate at each operation. 
A check valve built into the outlet prevents 
the outlet line draining back into the tank. 

WIRING: The unit is provided with a knockout 
hele for attachment of BX Cable for the motor. 
All wiring is enclosed in unit. 


Eashxun INDUSTRIES, INC. 


296 ELM STREET, NEW HAVEN, CONNECTICUT 
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GEO. SCHULD DIES; 
WAS SAFETY EXPERT 


George J. Schuld, presi- 
dent of Schuld Refrigera- 
tion, Inc., long-established 
refrigeration service firm 
in Cleveland, Ohio, and In- 
ternational Safety Director 
of Refrigeration Service 
Engineers Society, died 
March 3. He was 60 years 
old. 

Death resulted from a 
heart attack, a severe re- 
currence of a_ condition 


with which he had been 
afflicted for some time. 

Schuld, who operated his 
business with his two sons, 
Norman and George Jr., 
also is survived by his wife 
and three daughters. The 
two sons will continue to 
operate the service busi- 
ness, which was _ incor- 
porated in 1944 and only 
recently moved. into new 
quarters. 

Schuld had been 
in the refrigeration busi- 
ness for nearly 42 years, 
during 20 of which he had 
been in business for him- 
self. Before starting his 
own company he had served 
for 10 years as service man- 
ager of Cleveland Ice 
Cream Co. 

A long-time member of 
RSES, and extremely active 
in that organization on 
state and local levels as 
well as in the international 
society, Schuld had been in 
recent years an outspoken 
crusader for safety in the 
refrigeration field, and it 
was for his activities in this 
connection that he was 
most widely known. 

Schuld also was instru- 
mental in the formation of 
the Refrigeration and Air 
Conditioning Contractors 
Association of Cleveland. 

In addition to serving for 
the past two years as In- 
ternational Safety Director 
of RSES, Schuld was the 
author of ‘‘Play It Safe!”’, 


active 


a series of safety lessons 
for refrigeration men pub- 
lished periodically in Com- 
mercial Refrigeration and 
Air Conditioning. 

He also wrote many arti- 
cles for other publications 
in the field, and lectured 
frequently on the safety 
theme, both at meetings of 
the international organiza- 
tion and before regional 
and local groups all over 
the country. His file of 
safety information, as it 
pertains to refrigeration 
work, is recognized as the 
most extensive in the coun- 
try. 


OHIO RSES GROUP 
MEETS APRIL 4-6 


Sixth annual convention 
of the Buckeye State As- 
sociation of Refrigeration 
Service Engineers Society 
will be held April 4, 5 and 
6 at the Allerton Hotel, 
Cleveland. Education- 
al program will feature 
several speakers, with the 
banquet and entertainment 
scheduled for Saturday, 

Officers of the Buckeye 
State Association are R. D. 
Hollingsworth, Cleveland, 
president; Russ Wagner, 
Piqua, vice president; J. J. 
Croushore, Columbus, sec- 
retary; Leonard Petry, 
Canton, treasurer; H. E. 
Dempsey, Dayton, ser- 
geant-at-arms; Thomas 
Brett, Akron, educational 
chairman. 


FRESH'ND-AIRE IN 
ROOM COOLER FIELD 


Fresh’nd-Aire Co., a di- 
vision of Cory Corp., Chi- 
cago, and manufacturers of 
Fresh’nd-Aire fans, heaters 
and humidifiers has an- 
nounced its entry into the 
home air conditioning field. 

The company has intro- 
duced two completely new 
electric room-size air con- 
ditioning units. Both mod- 
els are designed for instal- 
lation in windows and are 
intended to provide effec- 
tive air conditioning for 
single rooms only. 

Model 712 is a %-ton 
unit and will retail for 
$349.95; Model 734 pro- 
vides %-ton cooling ca- 
pacity and will retail at 
$399.95. 

Both units are designed 
so that they can be easily 
and simply installed, and 
provide all of the standard 
air conditioning facilities. 
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MATERIALS CUTS 
CAUSE HARDSHIP, 
INDUSTRY REPORTS 


A proposed limitation 
order on air conditioning 
and commercial refrigera- 
tion equipment probably 
will not go into effect, but 
prospects for any substan- 
tial increase in the 
amounts of controlled ma- 
terials for manufacturing 
equipment in the second 
and third quarters of 1952 
over those allotted in the 
first quarter are doubtful. 

This was the substance 
of developments at the 
most recent meeting of the 
Commercial and Industrial 
Refrigeration and Air Con- 
ditioning Industry Adviso- 
ry Committee with Nation- 
al Production Authority 
officials in Washington. 

The committee said a 
survey of the industry 
shows that it will undergo 
a severe hardship unless 
future allotments of steel, 
copper and aluminum are 
larger than those received 
for the first quarter of 
1952. First quarter 1952 
allotments of controlled 
materials, compared to 
third and fourth quarter 
1951 allotments, were sub- 
stantially reduced. 

NPA officials indicated 
that there would be only a 
‘‘fair’’ increase in steel, and 
“‘very little’’ more copper 
and aluminum. 

Members’ pointed out 
that very serious labor 
problems are arising be- 
cause of production cut- 
backs. The industry al- 
ready has stopped manu- 
facturing certain models of 
refrigeration and air con- 
ditioning equipment be- 
cause materials have been 
insufficient, members said. 
The industry has been try- 
ing to get other types of 
business to maintain pro- 
duction and retain their 
labor force, but to date 
these efforts have not been 
very successful. 


NPA reviewed the metals 
situation as follows: 


1. Steel strip is in good 
supply with the demand for 
sheets in approximate bal- 
ance with allotments. Gal- 
vanized sheet is in very 
short supply because of the 
zinc shortage. The zinc 
supply is expected to im- 
prove slightly in March. 

2. Copper will continue 
to be scarce. Expanded di- 
rect military demands, in- 
creased use for industrial 


plant expansions, and a 


shortage of copper ore and | 


scrap further heighten this 
situation. 

3. New production of 
aluminum is slowly coming 
in. Industry representa- 
tives reported having no 


difficulty in placing orders | 


for their allotments of alu- 
minum in the first quarter. 

A proposed production 
limitation order on certain 
products drew strong ob- 
jection. The committee 
said such an order, if 
sued, would set 
sentiality pattern and 
thereby would foster dis- 
crimination of one product 
over another. NPA agreed 
to consider the committee’s 
objection. 

The committee recom- 
mended that the period 
July 1, 1949, to June 30, 
1950, be established by 
NPA as the base period for 
determining allotments of 
materials to 
Use of a six-months base 
period, members said, 
would not make allowance 


for the industry’s seasonal 
fluctuations. At present the | 


industry is allotted materi- 
als according to a percent- 
age of their requests since 


is- | 
up an es- | 


the industry. | 


DEALERS WHO ARE ‘“MATED” 
TO FOGEL ARE MAKING MORE 
PROFIT THAN EVER BEFORE 





Dealers who are ‘‘mated’’ to Fogel are leading a happier life and making more 
profit than ever before. And no wonder . . . just look at this “dowry”. . . 


e A Complete Line—Fill Every Need, Sell Every Prospect 
Exclusive Models That Competition Can’t Touch 
Dependable Quality—Over 50 Years of Manufacturing Skill 
Protected Territory—No Purchase Commitments Required 
Competitive Prices—Generous Discounts 

Yes, Fogel is the one manufacturer who gives you everything for quicker 


sales and bigger profits plus every advantage of big volume production and 
personalized service. Don’t be bashfuf. . . 


consumption figures for the | 


proposed base 
not as yet available. 


COLDMOBILE SOLD 
TO ILLINOIS FIRM 


Purchase of the business 
of Coldmobile Co., Detroit 
manufacturer of truck re- 
frigeration units, by Union 
Asbestos & Rubber Co., 
Chicago, has been an- 
nounced by officials of the 
latter company. 

Henry O. Kirkpatrick, 
founder and president of 
Coldmobile, has joined Un- 
ion Asbestos & Rubber as 
chief engineer of its Drom- 
gold & Glenn 
which will 


produce truck 


units under the Coldmobile | 


name in its plant at Cicero. 


ACE DISTRIBUTOR 
IN N. Y. AREA NAMED 


The Refrigerated Fix- 
ture Co. of 1300 Bedford 
Ave., Brooklyn, has been 
named an exclusive dis- 
tributor of Ace’s frozen 
food cabinets in the metro- 
politan New York area, and 
will handle service and 
sales of Ace cabinets in the 
Bronx, Manhattan, Brook- 
lyn and Queens counties. 
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period are | 


Division, | 


Get the Facts... Get the Profits! 


“ANGLE VISION"® 


COUNTER TOP 
FREEZER 


Most versatile sales 
builder and space-saver 
ever designed. Users 
report up to 200% in- 
crease in frozen food 
*“*impulse”’ sales. Ideal 
for space-cramped stores 
where no other freezer 
could fit. 


“VEGMART’® 


Three-deck combination 
Produce case with re- 
frigerated middie deck 
for produce, top deck 
for fruits, potato-onion 
bins below. A complete 
produce department that 
brings ‘‘superette’’ serv. 
ice to naborhood stores. 


@Trade Mark Registered 


} 
| Write, Wire or Phone for Complete Details About a Fogel Franchise 


= S = = a REFRIGERATOR 


COMPANY 


Manufacturers of Quality Commercial Refrigeration Since 1899 


Cable Address 


5400-C EADOM ST. “able Addews 


PHILADELPHIA 37, PA. 
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WHAT ai 


PERU TLS 


Most Complete Line of Ice 


Cream Freezing-Dispensing | 


Equipment Ever Offered 


There’s a SWEDEN Speed 
Freezer to meet every need, 
every budget: 
Table 
Single 
Double 


variety of products, or con- 


and floor models. 
head machines. 


head machines for 


tinuous service of a single 
product. Single and double 
heads. Sizes from 4-quart to 
5-gal. Batch, continuous and 
automatic continuous 
freezers. Advanced design 
and superior engineering, 
automatic freezing controls 
for simple operation. Sturdy 
construction, and accessi- 
bility of all parts for quick 
easy cleaning are standard 


SWEDEN features. 


Dispensing soft ice cream, 
frozen custards, malts and 
other 
specialties with amazing speed 

. a SWEDEN gives more 
service, requires Jess servicing. 
Pays for itself out of EXTRA 
profits! 


shakes and long-profit 


For more information, 


write today to: 


iii: ne ZERS 








BRUNNER BECOMES 
ACRMA MEMBER 

Brunner Mfg. Co., Utica, 
New York, for many years 
one of the principal manu- 
facturers of refrigeration 
compressors, has become a 
member of the Air Condi- 
tioning and Refrigerating 
Machinery Association. In 
addition to its line of re- 
frigeration compressors, 
and condensing units up to 
75 h.p. for commercial and 
industrial applications, 
Brunner produces pack- 
aged air conditioners in 
sizes from 3 to 10 hp. 


BUSH, HEAT-X OPEN 
NEW L. A. OFFICE 

Bush Mfg. Co., East 
Hartford, Conn., and Heat- 
X-Changer Co., Brewster, 
N. Y., have announced the 
opening of new sales and 
engineering offices and a 
new warehouse at 1490 
Calzona St., Los Angeles, 
with Harry L. Quinn as 
west coast district man- 
ager. 

The new sales and distri- 
bution center located with- 
in easy access of downtown 
Los Angeles, has both a 
railroad siding and a truck 


dock capable of handling 
two trucks. It will serve 
all of California and sur- 
rounding states. Bush and 
Heat-X-Changer also have 
established commer- 
cial warehouse facilities ip 
Seattle to serve the north- 
west area, and plan to add 
representatives there and 
in San Francisco. 


Harry Quinn has been in 
the refrigeration field since 
1925, serving with Frigid- 
aire, Pacific Lumber Co., 
Drayer-Hanson, Inc., and 
most recently with Refrig- 
eration Engineering, Inc., 
as director of sales. 


N. J. DISTRIBUTOR 
SETS DEALER SHOWS 

Wallwork Brothers, Inc., 
Newark, will hold their 
fourth annual dealer show- 
ings of the new Wilson, 
Viking, Victor, Jordan and 
Oasis lines on Saturday and 
Sunday, April 19 and 20. 
Complete lines of these 
products will be on display 
during these days for the 
benefit of dealers and serv- 
ice men in the New Jersey 
area. Showings will be at 
the Newark headquarters, 
120 North 11th St. 


ZA ‘thar’ sGOLD | lia 


Us 


INSTALL - 


Now you can figure complete 
jobs with Hirsh Pre-Bilt Shelving 
Equipment! The Hirsh Plan en- 
ables you to sell wall and 
gondola units that the merchant 
can assemble himself. 


EASY TO INSTALL 
FULLY ADJUSTABLE 


HEAVY DUTY CONSTRUCTION 
PROFITABLE FOR YOU 


thar’ Pre-bilt 


us HIRSH MFG. COMPANY 

Bost CENTRAL PARK AV., SKOKIE, ILL. 
g Chicago phone: Cornelia 7-4140 
i *CR 
g Nome —~—_________...__- 


, 

SWEDEN FREEZER MANUFACTURING CO. Write now for complete in- gAddress 

Dept. R-2 SEATTLE 99, WASHINGTON formation—no obligation! "cy, _zone__State 
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PERRY CO. NAMED 
BY REMINGTON 


J. L. Perry Co., 815 
North 9th Ave., Nashville, 
Tenn., has been named dis- 
tributor for Remington 
room air conditioners in 
the mid-Tennessee and 
south Kentucky territory. 
George B. Nelson is sales 
manager, and Clyde F. 
Foremark, sales promotion 
manager. 


TO HANDLE WEBBER 
FREEZERS IN MICH. 


The Industrial Freezer 
Div. of Webber Appliance 
Co., Inc., Indianapolis, an- 
nounce the appointment of 
English and Miller Machine 
Co., 6560 Epworth Bivd., 
Detroit, as distributor in 
eastern Michigan and the 
Detroit area for Webber 
industrial freezers. 


HANDLES SUNROC 


Willard B. George, sales 
manager of Johnson Elec- 
tric Supply Co., Cincinnati, 
Ohio, has announced that 
the company has been ap- 
pointed distributor for the 
Sunroc Co. in the greater 
Cincinnati trading area. 


INSTRUCTION ON 
CONTROLS OFFERED 


The Service Information 
Division of White-Rodgers 
Electric Co., St. Louis, has 
announced that it is pre- 
pared to stage educational 
meetings for service men 
and installers and others 
interested in automatic 
control devices for refrig- 
eration, air conditioning 
and all types of heating 
equipment. 

There is no charge for 
these meetings, nor is there 
a minimum or maximum 
limit as to the size of the 
group. Meetings can be 
sponsored by distributors, 
wholesalers, technical soci- 
eties, trade organizations, 
ete. 


BODWELL CO. WILL 
SELL USAIR LINE 


The Bodwell Co., Inc., 
2327-33 North 7th St., Har- 
risburg, Pa., has been ap- 
pointed by United States 
Air Conditioning Corp., as 
a distributor of packaged 
refrigeration equipment in- 
cluding window units and 
self-contained store condi- 
tioners, covering the cen- 
tral Pennsylvania area. 


TAILORED WEATHER FOR WEATHERING TESTS 


WEATHER TO ORDER is furnished in the National Bureau of Standard’s 
new laboratory for accelerated durability testing of exterior coating 
materials. The air conditioner serving the laboratory is shown in the 
background, center. In the hood at right are six weathering machines; 
the hood oat left encloses four modified commercial weatherometers. 
Water-conditioning equipment is located above the machines ct the 
right. The room, 16 x 25 feet in size, is maintained within 1° plus 
or minus of any desired working temperature, and relative humidity, 
although not controlled directly, remains in the range of 40 to 60% 
es a result of subcooling of fresh air brought into the room. Condi- 
tioned air (regulated by blending various amounts of outside corridor 
oir, ranging from 15 to 35°C., with conditioned air at 25°C., plus or 
minus 1°) is distributed to the machines in the compartments in which 
they are housed by a 2000 cfm blower with a proportioning damper in 
its intake plenum. The blended air is distributed in turn to the vicinity 
of each machine by aluminum ductwork. Further conditioned air is 
drawn through a 2-inch opening running along the floor of each of the 
hoods by an exhaust blower on the hood which removes about 30% 
more air than is delivered by the ducts. In this way, the ambient air 
at each machine is maintained at 29° with 4°C plus or minus. Water 
is delivered for testing purposes at any desired temperature between 
4° and 25° C. Main job of the laboratory is to test such organic coat- 
ing materials as asphalts, tars, and paints for weathering qualities. 





Adjustable 


CAPILLARY 
VALVES 


@ One valve for high 
or low tempera- 


tures. 


< 


@ One valve for all 
refrigerants. 


THE 


@ Eliminate usual 
capillary noises. 


e Easier to install. 
* Adjustabie. 
@ Cleanabie. 


U. S. Patents 
2,532,109; 2,- 
567 123. Ca- 
nadian patent 
841, Oth 


Order 


C-52. 
Pending. 


Model C-28—1/20 to 1/3 H.P. 


Model AC-20—1/3 to 1 H.P. 
(Dealer net (1-11) $3.25 


from your 
Wholesaler. Ask 
Dept. A for Form 





LEADER 


for more 
direct draw 
sales! 


The swing’s to clear, sparkling draft beer kept 
at ideal temperature from keg 
refrigerated faucets. Follow LA CROSSE, 
the leader, to draft beer perfection .... no 
more wasteful, excessive foam .. . 
ing draw off .... more profit in every keg. 
More beer sales for your customer—more 


direct draw sales for you. WRITE TODAY 


to glass with 


LA CROSSE 


DIRECT DRAW 
with 


REFRIGERATED 
FAUCETS 


- ho morn- 


FOR FULL INFORMATION. 


LA CROSSE 


STANDARD REFRIGERATION CO. 


332 S. HOYNE AVE. - 
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COOLER CO. 
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Factory and Gen’l Offices: 
2814 Losey Blvd. S., La Crosse, Wis. 
Export Office: 


80 Broad St., New York City 
Cable Address: Eximport 





MCL CM Ci 
and the Sale 


ee) 
ltself!”’ 


FOR ACCURATE 


ae ihe 
TEMPERATURE...RELY ON 


INFORMATION ON 


When your customers see the facts and 
figures, your selling job virtually dis- 
appears. With precision-made, de- 
pendable Bendix-Friez instruments you 
can demonstrate with on-the-spot 
readings or recordings exactly how 
much and where your customers need 
temperature and Leenidity control for 


maximum comfort in the home, maxi- 
mum efficiency in industrial operations. 
Bendix-Friez instruments are built to 
U. S. Weather Bureau standards by the 
world’s oldest and largest manufac- 


turer of fine meteorological equipment. 
Write for complete information. 


BENDIX-FRIEZ 


MODEL 160 


Portable Humidity and 
Temperature Recorder 


3” x 5” charts, 10 or 30 
hour records. Modern de- 
sign . . . handy for small 
space and difficult loca- 
tions . . . built to meet 
unusual conditions. 


BENDIX-FRIEZ | 


Precision Humidity and Temperature Indicator 


Hair-operated and calibrated to profes- 
sional standards of accuracy by the maker 
of the world’s finest weather instruments. 
Handsome, modern case—4” high, 6” 
wide, 24%2" deep—desk or wall mounting. 


FRIEZ INSTRUMENT DIVISION of 


1310 Taylor Avenue 


Baltimore 4, Maryland 


AVIATION CompokaTION 
Export Sales: Bendix International Division 
72 Fifth Avenue, New York 11, N.Y. 
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The publications listed below are available to readers without charge. Simply 
circle on the postcard in this issue the key numbers of the items you wish to 
receive. Your requests will be forwarded directly to the companies concerned. 


Air Distribution . .. An informative 
4-page bulletin on the comparatively 
new field of high-pressure air distri- 
bution has been released by Barber- 
Colman Co. This bulletin (F 4960) 
includes typical information on noise 
levels and pressure drop, as well as 
helpful diagrams and a discussion of 
the application of Barber-Colman 
equipment designed to meet the re- 
quirements of high-pressure air con- 
ditioning installations. 


Circle No. 110 on Reader Service Card 


V-Belts . . . A complete chart of 
standard sizes and belt numbers is 
featured in this pocket-size folder on 
the new improved line of ‘‘Manhat- 
tan” single groove V-belts. Features 
of these belts are outlined in detail, 
a fabrication diagram is shown, and 
“8 points of balance” are listed. 


Available from Raybestos-Manhattan, 
Inc. 


Circle No. 111 on Reader Service Card 


Condensers . .. Small Tonnage Con- 
densers”’ is the title a new four-page, 
two-color catalog recently issued by 
Acme Industries, Inc. These con- 
densers are carried in stock by lead- 
ing refrigeration jobbers throughout 
the country, range in capacities from 
% to 25 tons. Catalog shows tables, 
dimensions and complete engineering 
information. Catalog 235. 
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Equipment Catalog . . . The new 
1952 Baltimore Aircoil catalog, just 
off the press, which includes descrip- 
tions, dimensions and selection charts 
for the company’s new and expanded 
line of evaporative condensers and 
cooling towers. 


Circle No. 113 on Reader Service Card 


Freeze-Proof Coolers . . . This cata- 
log sheet (Bulletin 0-52) explains 
that while these coolers can be frozen 
as a result of control failure or other 
causes, no damage is done because 
the light sheet metal coil casing will 
distort and be forced back into place 
when the cooler is thawed out and 
put back into service. Complete con- 
struction details of these Type CSC 
coolers are described and illustrated, 
and detailed specifications are listed. 
Available from Refrigeration Kco- 
nomics Co. 
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Humidifiers . . . A new four-page 
bulletin describing and illustrating 
the Daffin Hum-O-Zone, issued by 
Daffin Mfg. Co. This is a new heavy- 
duty all-purpose industrial humidi- 
fier. Bulletin shows the humidifier in 
use in an egg storage room, a textile 
mill, and a cooling room. Uses in 
various industries are described, in- 
cluding its use for cooling. Specifica- 
tions and details on its automatic 
controls and methods of installation 
are included. 
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Ice Cream Freezers ... A colorful 
new bulletin 752 illustrating and de- 
scribing the 1952 line of counter ice 
cream freezers, issued by Mills In- 
dustries, Inc. Charts show profits per 
gallon of mix sold and monthly cus- 
tard profits. Both the new hopper 
model and pump model with side 
cabinet as illustrated, and featured 
described. 
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Bakery Freezers . . . A four-page 
folder just released by Traulsen & 
Co., Inc., describing its new stainless 
steel bakery freezers. The folder 
shows how the retail baker can profit 
through the use of a bakery freezer 
by eliminating stales, reducing labor 
costs and increasing sales. 
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Drink Dispensers ... A folder de- 
scribing and giving specification de- 
tails of the new “Mighty Midget” 7 
stream drink dispensers and soda 
fountain combinations, issued by the 
Mighty Midget Mfg. Co. The units 
dispense four different flavored 
drinks, high and low pressure soda, 
and drinking water. Available models 
are for either ice or mechanical re- 
frigeration. 
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Package Pumps... Package pumps 
engineered for a wide variety of 
fractional horsepower applications, 
including air conditioning, are de- 
scribed in this new bulletin made 
available by Allis-Chalmers Mfg. Co. 
Performance data and dimensions for 
various types are given. 
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NEW oh ELVINATOR 


THE SHOWCASE FRONT 
MERCHANDISER! 


gay war | A GREAT NEW 
— oe KELVINATOR 
EXCLUSIVE! 


e Showcase front is designed to brilliantly 
display frozenfood(empty)cartons! 


e@ Reflecting back panel of showcase front 
gives “see through” illusion of looking 
_ directly into the cabinet! 


@ Clear visibility at all times with Kelvin- 
ator’s EXCLUSIVE Showcase front—NO FOG- 
GING—NO FROSTING OF GLASs! Better lighting! 


e Showcase front is optional . . . order 
cabinets with or without front . . . or order 
fronts separately, as accessory! 


@ Lower INITIAL Cost—al/ the benefits of 
glass front cabinets at a fraction of the addi- 
tional glass front cost! 


@ LOWER OPERATING Cost—because front 
of cabinet is fully insulated! 


@ Model KM-12, illustrated, holds more 
than 400 average 12 oz. packages. Length: 
54"; Width: 30%"; Height: 5314". 


--ACT NOW! 


Kelvinator Commercial, Nash-Kelvinator Corporation Dept. CR-4 
14250 Plymouth Road, Detroit 32, Michigan 


ALSO AVAILABLE IN THE 
9 CU. FT. MODEL 


Gentlemen: Please send me complete pricing and financing information on Kelvin- 
ator Frozen Food Merchandisers without cost or obligation. 


Kau f e £. ©) Have representative call 0 Send literature 


‘ 
Fill out coupon—Plan now to | 
get into the profitable fro- | 
zen food cabinet business. | 

Division of Nash-Kelvinator Corporation, Detroit 32, Michigan 
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WHY DESTROY 


Expensive Equipment 
by using 

Destructive 
Substances 


Chemicals that EAT their way out of Metal, 
Wood or Plastic Containers are injurious to 
the very surfaces that they are intended to 
treat. If a glass container should be acci- 
dentally broken, the contents could do untold 


damage to valuable property! 


SOLVE 


(In tablet or granular form) 


LOWERS HIGH HEAD PRESSURE QUICKLY 
(And May Be Used While Plant Is In Operation) 


REMOVES RUST, SCALE, ALGAE 
And Other Encrusting Matter from Condenser 
Tubes and Water Jackets in 1 to 5 Days. 


CLEANS SCALE AND CORROSION FROM 
EVAPORATIVE CONDENSERS, BOILERS, 
HEATERS, TANKS . . . AND KEEPS ’EM CLEAN! 


BE SAFE! USESOLVEX y 


ECONOMICAL AND SAFE TO CARRY TO CLEANING JOBS 


SOLVEX Is A Very Effective CLEANING AGENT 
FOR AIR CONDITIONING and REFRIGERATION SYSTEMS 
Manufactured by 


CHEMICAL ah COMPANY 
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For further information on any of these products, simply circle on the postcard 
provided in this issue the key numbers of the items in which you are inter- 
ested. Your requests will be forwarded directly to the companies concerned. 


Flush Defroster 


Product: Flush defroster for re- 
moving frost from walls of home and 
farm freezers, soda fountains, ice 
cream cabinets, frozen food cases. 


Manufacturer: Rescor, New York 
City. 

Features: Rescor flush defroster 
enables removal of frost from walls 
of any low temperature equipment 


without damage to coils and without 
shutting down equipment. Unit is 
simply connected to existing hot wa- 
ter faucet, operates on city water 
pressure. Hot water is sprayed on 
refrigeration coils, washing off ice 
and dirt. A twist of the valve will 
quickly siphon the accumulated wa- 
ter back to the sink drain. Nozzle 
adjusts from fog-mist spray to 
straight stream flow. Entire opera- 
tion can be handled by one person. 
Circle No. 131 on Reader Service Card 


Low-Temp Cabinet 


Product: Low temperature cab- 
inet for shrink fits, for testing of rub- 
ber, instruments, etc., for seasoning, 
treating, and hardening of steel, and 
and for other industrial uses. 


Manufacturer: Harris Refrigera- 
tion Co., Cambridge, Mass. 


Features: Produces temperature 
of —120 F in 90 minutes. Capacity of 
2400 Btu per hour at —120 F; larger 
capacity at higher temperatures. Will 
pull down to —-150 F with reduced 
capacity. Uses standard parts through- 
out. Oversized water cooled equip- 
ment totally enclosed for dependable 
operation and long life. Uses Freon 
22 Ethane refrigerant. Maximum 
ethane pressure 150 pounds. No loss 
of ethan due to loss of refrigeration or 
power failure. Powered by 114-hp 
and 1-hp motors and compressors. In- 
sulated with 5 inches of Santocell. 
Measures 90 inches long, 29 inches 
wide, and 41 inches high overall, with 
chill chamber measuring 41 inches 
long, 19 inches wide, and 22 inches 
deep. 
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1952 Commercial Line 


Products: New “Silver Anniver- 
sary” line of refrigerated food dis- 
play and storage equipment. 


Manufacturer: 
Corp., Niles, Mich. 


Features: Line incorporates lat- 
est developments for more efficient 
storage, display and sale of perish- 
able foods, and is designed for larger 
volume, faster turnover and lower 
handling costs, company claims. In- 
cludes a number of new items, many 
new features. Frozen meat cases are 
designed to speed turnover; new 
blind-front open produce cases have 
wide stainless steel mouldings. Both 
meat and produce cases have new 
streamlined “waterfall” design with 
attractive stainless steel trim, are 
available without canopies or with 
variety of canopy heights and choice 
of fixed mirrors, sliding mirrors, and 
sliding windows for rear loading. 


Tyler Fixture 
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“High level” refrigeration in all open 
cases forces wide spread of cold air 
throughout open display areas, per- 


mits higher piling of merchandise. 
Complete line includes open and serv- 
ice-type display cases; walk-in, reach- 
ir, and chest type storage freezers; 
sectional walk-ins, reach-in units, and 
a full line of shelving. 
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Bottle Cooler 
Product: Bottle cooler. 
Manufacturer: Nor-Lake, 


Hudson, Wis. 


Features: Unit is available in 4 
foot and 6 foot size, and has recessed 
compressor to meet popular demand 
for space saving equipment. A 14 hp 
compressor powers the 4 foot size, 
and a 4 hp unit is used on the 6 
foot size. Cabinet features same 
metallic baked enamel finish and 
easy-lift operating doors as are used 
on other of company’s products. 
Complete catalog and information 
available from the company. 
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All-Purpose Display Case 


Product: New all-purpose refrig- 
erated display case. 


Manufacturer: Viking Refriger- 
ators, Inc., Kansas City. 


Features: The case is available in 
8-foot (1208-AP) and 10-foot (1210- 
AP) lengths, and is self-contained for 
easy installation. Adaptable for vege- 
tables, fruits, dairy products, deli- 
catessen foods, bottled goods, and 
may be used for smoked meats, bacon, 
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etc. Case is 56” high and 35” wide. 
Front and top are of white porcelain 
with stainless steel trim. Case has re- 
movable mezzanine shelf; total dis- 
play shelf area, Model 1208-AP, 24 
sq. ft.; Model 1210-AP, 30 sq. ft. 
Sliding doors are of “Herculite” glass 
easily removed to make it an open 
“Dew Mist” control is used in 
coiling to control amount of moisture 


case. 


in case. Temperature control easily 
operated to suit different storage con- 
ditions. Case is furnished with 14 
hp sealed condensing unit. 


Circle No. 135 on Reader Service Card 


Dehumidifier 


Product: New electric dehumidi- 
fier. 

Manufacturer: Westinghouse 
Electric Corp., Electric Appliance 
Div., East Springfield, Mass. 

Features: Unit is large enough to 
dehumidify an enclosed space up to 
10,000 cu. ft., and has capacity to 
remove up to 3 gallons of water from 
air per day. Applicable to any in- 
terior area where excessive moisture 
is a problem. For areas where rela- 
tive humidity conditions do not re- 
quire continuous operation of de- 
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Tests prove PA-100 can dry refrigerants to mois- 
ture levels that cannot be reached by other refrigerant drying agents. 


PA-100 cannot cause corrosion . . 


. actually helps prevent it by removing cor- 


rosive compounds from the system. It can be left in the system indefinitely 
without caking, dusting, deliquescing or channeling refrigerants. 


Order PA-100... the refrigerant grade silica gel that insures protection against 
moisture. Available in cartridge or bulk can. 


Progress through Chemistry 


THE DAVISON C 


L CORPORATION 


Baltimore 3, Maryland 


PRODUCERS OF: CATALYSTS, INORGANIC ACIDS, SUPERPHOSPHATES, PHOSPHATE ROCK, SILICA GELS, 
SILICOFLUORIDES AND FERTILIZERS 
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humidifier, timer clock is available as 
an accessory. Unit is 24” high, 14” 
wide and 19” deep, is portable, can 


be operated on standard 115 volt a.c. 
service, and requires no plumbing or 
other permanent installation. Cabinet 
finished in blue-gray enamel. Her- 
metically sealed refrigeration system 
covered by 5-year guarantee plan. 
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Fountain Freezers 

Product: Line of five-gallon foun- 
tain freezers to meet needs of larger 
fountains, restaurants. 
drug stores. 


schools and 


Manufacturer: Sweden Freezer 


Mfg. Co., Seattle. 

Features: Model 1-98 is heavy 
duty hard ice cream freezer with ca- 
pacity of 5 gallons per batch and 


freezing time of 7 minutes. It is 


equipped with extra heavy duty dash- 
er and refrigeration unit and has 
pushbutton motor starting switches. 
Can be adapted to soft-served prod- 
uct although primarily planned for 
hard ice cream production. Model 
1-99 is designed primarily for volume 
production of soft-served product. 
This light duty batch freezer has ca- 
pacity of 5 gallons per batch and 
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+¢ Where ually Counts Most -itis KEROTEST 3+ 


protecting 


TV’s » 


Coaxial Cable 


Air dielectric lines, like TV’s coaxial cables, 
must be pressurized with a dry gas or air to 
prevent the entrance of moisture which could 
cause line losses or erratic voltage delivery. 
Maintaining a constant pressure of between 10 
and 15 psi in the cables is a job frequently en- 
trusted to the Andrew Automatic Dehydrator 
—equipped with the genuine KEROTEST 
Check Valve for pressure regulation! 

In critical applications where quality and 
dependability count most . . . you'll find 
Kerotest Valves. Make the best your standard 
. . . get KEROTEST! 


Courtesy 
Andrew Corporation 


ail 


KEROTEST MANUFACTURING COMPANY 
Pittsburgh 22, Pa. 
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freezing time of 10 minutes. Model 
1-200 is a heavy duty automatic con- 
tinuous freezer with 5-gallon head 
that has capacity of 25 g.p.h. 
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Reach-In Wall Case 

Product: Reach-in self-contained 
wall case (Model EWS-45) for dairy 
products, beverages, bakery products, 
etc. 


Manufacturer: Evans Mfg. Corp., 
Mt. Vernon, N. Y. 





Drying action starts immediately 
when you use Thawzone. The moisture 
problem is PERMANENTLY overcome 
very quickly. 

A cartridge drier usually requires a 
long time to pick up moisture. Only a 
small part of the refrigerant is in con- 
tact with the water-holding material at 
a given time. Meantime, you cannot tell 
whether the unit will freeze-up. 

But Thawzone travels immediately to 
the expansion valve, the receiver, the 
coil, etc. to destroy the moisture. You 
know the unit will not freeze up. Thaw- 
zone is truly a liquid drier . . a patented 
product in a class by itself. No other 
drier has all these features .. . 


1. Reaches all parts of the unit. 

2. Actually destroys moisture .. 
a mere antifreeze. 

3. A patented invention . 
copied. 


- not 


. . cannot be 


Left: Exposed 8 months to refrigerant 
containing .03% water. 


The system is maintained in a clean, 
corrosion-free condition when Thawzone 
is present. If a mere anti-freeze, regard- 
less of name, were used, the moisture 
would still attack such parts. Ask your 
wholesaler for Thawzone today. 
Highside Chemicals Co., Clifton, N. J. 


. No pressure drop possible. 

. Not subject to oil clogging. 

. Neutralizes acids,helps prevent 
corrosion. 

. Helps prevent copperplating. 

. Prevents moisture trouble in new 
units, too. 

. Costs less. Only about 8¢ per lb. of 
refrigerant treated. 

. One product for all “Freon” and 
methyl] units. 

- Only % oz. per lb. of refrigerant 
required. 


PREVENTS 
CORROSION 
OF VALVE 
PLATES, ETC. 


Right: Exposed 17 months to refrigerant 
containing .03% water and1% Thawzone. 


THAWZONE 


The Only Product That 
Destroys Water... 
and Reaches A// of it 





Circle No. 45 on Reader Service Card for more information 


70 


APRIL, 1952 « 


Features: This 41% foot reach-in 
wall case has hard rubber sliding 
doors, with Thermopane glass inserts. 
It contains a solid swinging door in 
the lower compartment for additional 
storage space. Adjustable shelves are 
of heavy gauge wire. Interior is flu- 
orescent lighted. Equipped with 
heavy duty blower for uniform tem- 
perature and humidity throughout. 
Sealed condensing unit is mounted 
to pull-out unit system. Case measures 
54” long, 30” wide and 72” high. 
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Refrigeration Panel 


Product: Self-contained refrigera- 
tion panel for installation in walk- 
in coolers. 

Manufacturer: Uni-F ridge Corp., 
Minneapolis. 

Features: Panels are made in 14, 
14, % and 34 hp models. Each car- 
ries one-year conditional guarantee 
with complete replacement if desired. 
To install unit, section 18 inches 
square near top of cooler wall is re- 
moved and unit is then sealed into 
this opening. Plugging cord into 
standard 110 volt electric outlet com- 


pletes the installation. Condensing 
unit extends outside walk-in cooler, 
with blower on inside of cooler wall. 
Expansion is accomplished with ex- 
pansion valves that automatically 
compensates for variations in cooling 
needs. Coil and compressor sizes are 
engineered to be self-defrosting. De- 
signed for refrigeration of beverages, 
produce, meats and other perishables. 
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Glass Panels 


Product: “Display All” polished 
aluminum and glass rolling panels 
for meat cutting-room partitions. 


Manufacturer: American Glass 


COMMERCIAL REFRIGERATION 





Refrigerator Door Co., Los Angeles. 

Features: Partitions are used to 
separate meat-cutting room and open 
top refrigeration display cases in 


food markets. Panels are constructed 
from crystal glass framed with pol- 
ished extruded aluminum, heavy ex- 
truded aluminum track and guides, 
ball bearing rollers and rubber stops 
for smooth, noiseless operation. Wide 
selection in type of glass is offered, 
including one-way-vision mirrors, 
sand blast monograms and designs, 
and patterned glass in a wide variety. 
Company supplies units tailored to 
individual job, and ships complete 
with all necessary parts and instal- 
lation instructions. Company reports 
many refrigerated fixture dealers now 
selling this product as logical addi- 
tion to their case and fixture lines, 
find it helps build entire line volume. 
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Capacity Computer 

Product: Easily 
lief devices required under ASAB9.1- 
1950 code for mechanical refrigera- 
tion. 

Manufocturer: Henry 
Melrose Park, IIl. 

Features: 
determines 


Valve Co.., 


pounds of air per minute, and num- 
ber of relief devices required for all 
types of refrigerant in vessels of vari- 
ous sizes. Other side of computer 
automatically selects, in terms of code 
requirements, correct size and type 


of Henry relief valve and shows max- 
imum length of discharge piping per- 
mitted on the installation. With com- 
puter company also furnishes a 
pocket folder for selection of relief 
devices for mechanical refrigeration 
systems in accordance with Chicago 
Municipal Code. Available through 
Henry wholesalers or direct from fac- 
tory. 
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Stainless Steel Coating ¢« e 

Product: “Steelcote” stainless 
steel coating for all metal surfaces. 

Manufacturer: Steelcote Mfg. 
Co., St. Louis, Mo. 

Features: Applied with brush or 
spray gun this coating has color of 
unpolished stainless steel and pro- 
tects against rust, corrosion, and 
other types of deterioration caused by 


operated slide | 
chart giving proper selection of re- | 


One side of computer | 
discharge capacity, in | 





salt air and water, industrial atmos- 
pheres, alkalis, oils, greases, most 
strong acids, heat, cold, and sunlight. 
Film is non-inflammable, odorless, 
tasteless when dry. Dries to handle in 





out ae 
WATER 


WITH THE 


UNICON 


KRAME 


The UNICON eliminates all water problems . . . 
because it does not require any water. Any size 
compressor, regardless of tonnage, can be air- 
cooled with the UNICON by KRAMER. Stands, 
hood, and wind deflectors are available 
for simplified outside mounting of this 
Remote-Type Air-Cooled Condenser. 


SPECIAL APPLICATIONS — Write to 40 TON 


us about your condensing problem. 
WRITE FOR BULLETIN U-177-S 


KRAMER TRENTON CO.-Trenton 5, N.J. 


Circle No. 46 on Reader Service Card for more information 


and AIR CONDITIONING e APRIL, 1952 





30 to 60 minutes, for regular use in 
3 to 4 hours. Can be used to coat 
machinery or equipment which should 
be made out of stainless steel but 
which now can’t be used because of 
shortages. 
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Full-Vision Case 
Product: New stainless steel and 
white front full-vision display case. 
Manufacturer: Frigid Igloo Mfg. 


Yonkers, N. Y. 


Corp., 


Features: Stainless steel and white 
display front; vitreous acid resistant 
porcelain shelves and grates; rubber 
sliding doors glazed with Thermo- 
pane; one-half inch spaced triple 
Thermopane front. Fluorescent light- 
ing on top and under each shelf. Ap- 
proved by Underwriters’ Laborator- 
ies. Model Deluxe 4. illustrated; 
Model Deluxe 4H available with sol- 


id swinging doors in rear. 
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Liquid Indicators 
Product: Solder 
Eye” indicators. 
Manufacturer: 
Chicago. 


i ss 
mr ae sa 
ie 


Features: All solder type liquid 
indicators made by Allin are now be- 
ing sealed at factory with plastic 
plugs for protection against moisture, 
dust and oxidation. Sealing method 


type “Liquid 


Allin Mfg. Co., 
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maintains bright, clean swedged cop- 
per tubes from oxidation and permits 
instant soldering of joint without 
necessity of preliminary cleaning. 
Plugs are water tight and woven as- 
bestos sleeves may therefore be com- 
pletely saturated without introducing 
moisture into system. Manufacturer 
recommends saturating asbestos 
sleeves before soldering as guard 
against overheating, especially when 
silver solder is used. Solder type in- 
dicators are available in sizes of 14” 
34, YO” and 54”. 
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Level-Master Control 
Product: New “Level-Master” 
control for flooded systems. 
Manufacturer: Valve 
Co., St. Louis. 


Features: Combines a liquid level 
control and refrigerant expansion 
into unit. Level-Master 
control comprises a standard Sporlan 
expansion valve equipped with Level- 
Master element (consisting of 


Sporlan 


device one 


a con- 


ventional thermostatic element and a 
low wattage heater). Heater provides 
an artificial superheat to thermostatic 
charge. As liquid level drops, heater 
temperature increases pressure in 


thermostatic element, opening expan- 
sion valve which feeds refrigerant in- 


to low side. When liquid level rises 
and makes contact with bulb refriger- 
ating effect overcomes heater and 
valve throttles. Control is said to pro- 
vide a modulated flow and maintain 
practically a static liquid level in 
low side. No moving parts in insert 
bulb; no mechanical float device 
used. May be installed either verti- 
cally or horizontally. Installation on 


either new system or conversion job 
said to be simple and economical. 
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Utility Display Case 

Product: New self-contained re- 
frigerated utility display case. 

Manufacturer: C. Schmidt Co., 
Cincinnati. 

Features: Available in lengths of 
‘ 6” or 9 6”, case is 2014” deep 
and 22” high. Can be placed on lower 
shelf of shelving and gondolas. By 
mounting on legs, it becomes a re- 
frigerated table or makes island dis- 


play when two cases are placed back- 
to-back. Two cases used as unit make 
double-deck case. Used front of 
meat counters as a utility case, it can 
help to spur impulse sales of butter, 
cheese, milk, vegetables, package 
sausage, etc. Cause of odors being 
transferred from display case to meat 
case in ordinary combination units 
is eliminated, company claims. This 
case has its own coil, lights and con- 
densing unit, features Thermopane 
glass and fluorescent lighting. 
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FREEZE-DRYING UNIT 


The Stokes Model 3 freeze-drying unit is a 
small low-cost unit for general research 
and laboratory work. Suitable for drying 
cultures and other products in small vol- 
ume, it will dry up to 24 containers simul- 
taneously. Large containers up to 250 
milliliters total capacity can be handled. 
The unit consists of a tank and chrome- 
plated manifold with 24 outlets, and a 
vacuum insulated condenser bath. It is 
available with or without vacuum pump 
and McLeod Gage. Full details may be 
obtained from the F. J. Stokes Machine 
< any, 5500 Tabor Road, Philadelphia 
, Pa. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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Torture Tests Prove That 


IMPERIAL 
TRIPLE- SEAL 
FITTINGS 


Remain Leakproof 


In severe tests, Imperial Triple- 

Seal Flared Tube Fittings which 

had had their seats purposely bat- 

tered, like the one in this unre- 

touched photo, made up into joints 

that withstood 250 Ibs. Freon 

pressure without the slightest 

trace of leakage. Conventional fit- 

tings, subjected to the same treat- 

ment, had to be refaced before imperial Triple-Seal Flare 

they would hold the Freon. Fittings have 3 seals to 
And here’s why: a groove is 9ive you new, extra pro- 

machined into the face of the seat _—tection against leakage. 

on Imperial Triple-Seal Fittings 

bringing you ¢triple-seal tightness in every joint. When the 

flare nut is drawn up, the copper tubing is forced into this 

groove making a tight, self-sealing joint even though the face 

is nicked or marred. Groove is included on all sizes 4” 

and larger. 


Additional protection, provided by extra length Dryseal 
pipe threads, is especially valuable in reconnecting. 


Specify Imperial Triple-Seal Flare Fittings to get all this 

extra protection against leakage. They cost you no more than 

PLASTIC CAPS on flared ordinary fittings—and may save you from costly call backs. 
ends protect fittings during Ask for Catalog S0-A 


shipping and handling. THE IMPERIAL BRASS MFG. CO. 
536 South Racine Avenue, Chicago 7, llinois 


Fittings ® Valves ® Filters © Driers 
A Floats ¢ Charging Lines ® Tools for Cutting, 
Flaring, Bending, Pinch-off and Swedging 
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Offers more of what 
your customers want.. 


Style “S” 
Style "D” 
Style “R” 


| 
2 


Completely self contained BAC unit with cooling section, blower 
section and plenum, front discharge and air return grilles. 

Completely self contained BAC unit with cooling and blower 
sections. Equipped with collar at top ready for duct connection. 
Completely self contained BAC cooling unit. (No fan sec- 
tion). Most economical for single or multiple unit remote 


installations using ducts for conditioned air distribution. 


Sell the Self Contained Air Conditioner Line 


... with the widest application versatility —and with an “open type” 
compressor warranty never before available! You can do more 
business with customer benefits like these: 


5 Year Protection Policy is offered on 
the Brunner “open type” compressor in- 
stalled in all Brunner Air Conditioners. 


Three styles of self contained units for 
in-room or remote installation. Adapt- 


ability answering problems of location, 
ie., floor space, headroom, ducting, etc. 


A BIG MARKET 
BARELY TOUCHED ! 


3 
4 


Four capacities—3, 5, 7% and 10 hp.— 
in each style. Make “tailored” installa- 
tions with self contained units. Show 
your customers definite economies in 
purchase and operating costs. 


Year ‘round usefulness. Brunner Air 
Conditioners become heating units 
upon installation of heating coils. 


mu Ta 


1906 


NT 
OL LS 


6 


SINCE 


| ....and offered with a 


5 YEAR 
_ PROTECTION 


POLICY 


Brunner slow speed “open type” com- 
pressors deliver full rated capacity over 
many years of service. Carefree, econom- 
ical operation that builds good will. 


Brunner built for dependable perform- 
ance—backed by 46 years of manufactur- 
ing experience. 


Brunner Air Conditioning,. moisture control, dust filtering and ventilation are 
recognized needs in homes, offices, stores, factories...a big market that knows 
about Brunner Air Conditioners. We invite you to cash in on Brunner customer 
acceptance. Talk things over with a Brunner representative—get all the product ap- 
plication and profit opportunity details. Write us now... this is the heavy buying season. 


—— ae BRUNNER MANUFACTURING CO., UTICA 1, NEW YORK, U. S. A. ————— — 


a a 


AIR CONDITIONING 


Self Contained Units to 10 hp. 
Condensing Units for Remote 
Installation to 75 hp. 


REFRIGERATION 


Condensing Units from 
\% hp. to 75 hp. 69 Airand 
Water Cooled Models. 


AIR COMPRESSORS 


Single stage % hp. to 2 
hp. Two stage 1% hp. 
to 15 hp. Horizontal 
and Vertical Models. 


Cirele No. 49 on Reader Service Card for more information 


APRIL, 1952 « COMMERCIAL REFRIGERATION 





COMMERCIAL CT 


Cefrigerator 


Mi SALES NEWS 


Practice What You Preach as 
Far as Profits Are Concerned 


By J. S. Lipack, 


Executive Vice President 
Super-Cold New York Co., Inc. 


One OF the greatest problems of 
management . . . one that really keeps 
us awake nights, is “How can I make 
money in my business? What can 
I do to keep out of the red?” 

It is a strange paradox that we in 
the refrigeration business, who 
preach profits to our customers, who 
sell our equipment on the strength 
of the profits which can be made 
from the use of the product, are the 
very first ones to overlook the funda- 
mental principles which we are in 
business for .. . namely, to make a 
legitimate profit. 

Well, I will not profess to give you 
a magic formula which will insure 
your winding up with a profit, de- 
spite your policies. However, I can 
tell you some of the major pitfalls 
which are largely responsible for 
your lack of profits. 


Some of the Pitfalls 


The financial statements your ac- 
countants prepare for you, monthly 
or yearly, list many items of expenses. 
These expenses are broken down into 
various categories and upon exam- 
ination of them, you find out how 
much you spent to operate your busi- 
ness. 

However, one item never appears 

. . an item which plays one of the 
major parts in your Profit and Loss 
picture, and if we are aware of the 
extent of this expense, which is by 
far, greater than your rent and great- 
er than your administrative and sell- 
ing expense, we should headline it 
on our statements. 

Yes, we never realize how costly it 
really is. That item, my friends, is 
called “price cutting.” 


Now, price-cutting can be done in 
many ways. I would like to give 
you the three major methods of such 
a practice. 

FIRST . . . where you actually sell 
a piece of equipment for less than 
your scheduled selling price. At that 
point, you are aware of the fact that 
you have actually given away a part 
of your legitimate profit, but you are 
kidding yourself along that you're 
still making money on such a sale. 


The Give-Away Guys 


SECOND . . . giving away acces- 
sories, which cost you out-of-pocket 
money. Automobile companies do 
not give away any accessories. As a 
matter of fact, they charge full list 
for every accessory sold. Yet, we in 
the refrigeration business very often 
“throw” in, an extra set of platters 

. . an extra scale stand . . . or per- 
haps a wrapping board, and many 
other “small” items for which no 
charge is made to the customer. This 
definitely affects your profit picture. 

THIRD . . . and by far the chief 
offender, is ‘permitting trade-ins to 
predominate your acceptance of a 
sale. In other words, allowing fabu- 
lous sums of money for a traded-in 
piece of equipment, on the premise 
that if a competitor can do it, you 
can too. In this instance, we simply 
attempt to ease our own conscience 
by saying, “I’m not permitting price- 
cutting in my business.” But you do 
take back a piece of obsolete, out- 
moded equipment, which has seen far 
better days and is no longer a sale- 
able item, and you place a value on 
it far in excess of what its actual 
worth may be. 
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This equipment must be trucked 
back to your warehouse storaged 
there indefinitely taking up valuable 
space; it must be reconditioned for 
the possibility of a sale, and if and 
when resold, you must pay a sales- 
man’s commission and then re-deliver 
and re-install the equipment to some 
unsuspecting customer. If the equip- 
ment had outlived its’ usefulness to 
one store-keeper, then how can it be 
resold to someone else, with justifi- 
cation? 

The wind-up is, that these trade- 
ins, simply lay around in your ware- 
house, without being sold, and at the 
end of the year, you find that it rep- 
resents your profit. 

If you analyzed these various price- 
cutting methods, you would be 
amazed at the amount of dollars and 
cents it has cost you. Therefore, the 
thing to remember, is that every time 
you accept one of these sales, you 
are driving a nail in your business 
coffin. 

Manufacturers of refrigerated 
equipment have spent thousands of 


NEW ROOM UNIT 


SPEED CONTROL of the evaporctor fan is a 
feature of the 34 hp room air conditioner re- 
cently introduced by Crosley. The evap>rator 
fan can be operated at either full or half speed 
for maximum efficiency. In addition to cool- 
ing and dehumidifying in summer, the unit 
also can be used to exhaust stale, smoky air 
during the fall, winter and spring months. 


dollars trying to educate their deal- 
ers, because they know that a healthy 
dealer is one who can make a profit 
for himself, and they have tried to 
point out the dangers of price-cut- 
ting. 

However, temptation, I suppose, 
gets the best of us, and we do it 
despite the fact that we know we are 
actually losing money. 

Recently, our own NCRSA com- 
pleted a survey on the operating ex- 
penses of some of its various mem- 
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bers. I analyzed these figures very 
carefully, and I found that out of the 
22 companies reporting, 10 made no 
profit at all at the end of the calen- 
dar or fiscal year, and of the 12 who 
did make profits, these were so small 
that it was incredible. As a matter 
of fact, the 12 averaged net profits, 
after all expenses and taxes, of only 
2.7%. 

This means that on every $1,000 
sale, a profit of only $27.00 net was 
made. When you stop to consider 
how small this net profit is, then the 
alarming fact is brought home to you 


that when you cut a price in the sale 
of any piece of equipment, your 
profits are being poured down the 
drain. 


(Editor's Note: Mr. Lipack’s article, 
digested from a report at the recent 
NCRSA meeting, will be continued in 
next month’s issue.) 


NCRSA FIRMS REPORT 
SALES GAIN OVER 1950 


The quarterly Business Conditions 
Report compiled by the National 
Commercial Refrigerator Sales As- 
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sociation, reveals that total dollar 
sales during the fourth quarter of 
1951 were 5.94% higher than during 
the same period of 1950. Sales for 
the year 1951 showed an increase of 
.16% over the previous year. 

The report is based on figures sub- 
mitted by members located in all sec- 
tions of the country. 


Year-end inventory was reported 
to be 6.70% higher than it was De- 
cember 31, 1950; while accounts re- 
ceivable had decreased 4.35% in the 
same period. 


| REDRUP PRESIDENT OF 
WARM AIR ASSOCIATION 


W. C. Redrup, chairman of the 
| board of Majestic Co., Huntington, 
Ind., has been elected president of the 
National Warm Air Heating and Air 
Conditioning Association for 1952. 
C. B. Phillips, vice president in 
charge of sales of Surface Combus- 
tion Corp., Toledo, was named first 
vice president; G. W. Denges, vice 
president of Williamson Heater Co., 
Cincinnati, second vice president; 
and George W. Boeddener, secretary- 
treasurer and managing director. 


Elected trustees were R. M. Cook, 
Thatcher Furnace Co., Garwood, N. 
J.;: H. G. Gross, Waterman-Water- 
bury Co., Minneapolis; M. I. Levy, 
Viking Air Conditioning Corp., 
Cleveland; L. S. Redford, Jackson & 
Church Co., Saginaw, Mich.; and T. 
I. Byrd, Lau Blower Co., Dayton, 
Ohio. 


| SAFEWAY AIR CONDITIONS 
23 OMAHA SUPERMARKETS 

As part of an extensive remodeling 
program under way by Safeway 
Stores, Inc., in the Omaha, Neb., area, 
air conditioning systems are being in- 
stalled in 23 of the national chain’s 
supermarkets, reports Jack D. Komin- 
sky, United States Air Conditioning 
Corp. representative there. 

The systems, all of which are being 
installed by the Sidles Co., contractor, 
utilize ceiling type unit air condi- 
tioners with direct expansion coils 
and 20-ton evaporative condensers for 
water saving economies. 


MONTREAL DEALER NAMED 
Olympic Refrigeration, 2137 De- 
lisle St., Montreal, Canada, has re- 
cently been appointed a dealer for 
| Sweden freezers. Jack Miller is pro- 
' prietor of the company. 





demand 


IHETROIT CERTIFIED 


683 also available in cast 
brass body with %” fe- 
male N.P.T. inlet and out- 
let connections. (No. 685 
Strainer available as an 
accessory.) 


No. 685 
STRAINER 


683 in forged brass body 
available with either flare 
(%e" S.A.E. for Ye" x V4" Re- ' " 
ducing Nut) or sweat (34” or - AAS 
Y2" O.D.) connections. j | 


Pas 


% New plastic-imbedded water- 
proof coil. 


¥%& Rugged forged brass body. 


* Large integral inlet strainer 
protects sweat and flare 
types. 


%& Connections available for 
flare, sweat or pipe thread 
applications. 


* Sturdy mounting boss. 


BEFORE IT STARTS WITH 


EPETROIT 683 SOLENOID VALVES! 


One sure way to do your customers a favor is to 
install DETROIT 683 solenoid valves. You'll be doing 
yourself a favor, too, by positively eliminating the 
need for costly call-backs. Just check the outstand- 
ing features of the 683 and you'll see why. First, 


this remarkable valve is designed for adaptability 


EHETROIT 


LUBRICATOR COMPANY 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 


Division of Amrnicay Rapuaror & Standard Sanitary corronarion 
Canadian Representatives: RAILWAY & ENGINEERING 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 


—three standard models available for flare, sweat 
or pipe thread connections. Add to this the water- 
proof construction, integral inlet strainer and 
“kick-off” spring for positive closure and you'll see 
that with the 683, trouble can’t start because it 
can’t get in! DETRON solenoids are available in 
capacities from 3 to 20 tons Freon-12. So for re- 
placement or new installation, demand DETROIT for 


the best in solenoid performance, service, economy! 


DETROIT HEATING AND REFRIGERATION CONTROLS ¢ ENGINE 
SAFETY CONTROLS e FLOAT VALVES AND OJL BURNER EQUIP- 
MENT ¢ DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES ¢ STATIONARY AND LOCOMOTIVE LUBRICATORS 


BY nao UF Ly. L pre lea nan A AMERICAN-STANDARD AMERICAN BLOWER CHURCH SEATS . DETROIT LUBRICATOR © KEWANEE BOWERS © ROSS HEATER © TONAWANDA IRON 
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Several changes and appointments 
have been made in the management 
and sales organization of Penn Con- 
trols, Inc., Goshen, Ind. R. S. Penn 
has been appointed vice president for 


R. S. Penn 


K. W. Cash 


operations and E. B. Maire has been 
named vice president and director of 
sales, effective Jan. 1. J. M. Reid, 
controller, has been appointed as a 
member of the executive committee. 
M. E. Henning formerly executive 
vice president, has resigned. R. H. 
Luscombe continues as general sales 
manager and R. V. Clark as mana- 
ger of heating and appliance control 
sales. K. W. Cash, formerly assis- 
tant sales manager, has been named 
manager of control sales for refriger- 
ation, air conditioning, engines, 
pumps and air compressors. 


A. U. Salomon has resigned as 
Kelvinator’s beverage cooler sales 
manager after 15 years with the com- 
pany. Salomon joined Kelvinator’s 
commercial division in 1933 and 
first served as beverage cooler sales 
manager from 1938 to 1941. After 
operating a bottling plant in Norfolk, 
Va., for four years, he rejoined Kel- 
vinator in 1945 in his previous posi- 
tion. 
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James E. Marshall of Denver has 
been named manufacturers repre- 
sentative for Madden Brass Products 
Co. in the states of Montana, Wyo- 
ming, Idaho, Utah, Colorado and 
New Mexico. Marshall formerly was 
manager of a wholesale refrigeration 
and plumbing supply house serving 
the territory he will cover for Mad- 
den Brass. 


2 
Roddy M. Pike has been ap- 


pointed district manager of the 
Cleveland office of Century Electric 
Co. The appointment was effective 
Jan. 1. The duties of Irving S. Adel- 
berg as regional manager are un- 
changed, the company announced. 


Ferdinand Pauls has been ap- 
pointed assistant advertising manager 
of Jas. P. Marsh Corp. Pauls, a grad- 
uate of Northwestern University, has 
been active in the Marsh sales de- 
partment for about ten years. 


Otto J. Nussbaum has been ap- 

pointed chief engineer of the Kramer 

TrentonCo. Nuss- 

baum, who was 

educated and 

trained as an en- 

gineer in Europe, 

has been with 

Kramer since 

1939. Hesucceeds 

S. Charles Segal, 

who was recently 

elevated to the 

position ot general sales manager. 

For the past five years as chief 

research and development engineer, 

Nussbaum has supervised the develop- 

ment and plant engineering depart- 

ments and the Kramer heat trans- 

fer laboratories. At the outset of 

World War II, he directed the plant 

conversion to war production, in 

addition to supervising the engineer- 

ing and drafting departments of 
Kramer Trenton. 
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Frank J. Hanley has been ap- 

pointed regional manager in charge 

of the Chicago 

offices of the Re. 

frigeration Divi- 

sion of Curtis 

Mfg. Co. accord- 

ing to H. C. Mor- 

rison, vice presi- 

dent. Hanley has 

spent many years 

in major appli- 

ances as a fac- 

tory representative specializing in the 

engineering and sale of commercial 

refrigeration, air conditioning and 

heating. He joined Curtis in 1948 as 

a sales engineer, and in 1951 became 

district sales manager in Cleveland. 

Hanley will make his headquarters 

at the company’s office at 9 South 
Clinton St., Chicago. 


D. E. Stenson, eastern sales man- 
ager for the Par Division of Lynch 
Corp. for a number of years, has been 
appointed manager of the eastern 
district office recently opened by 


D. E. Stenson R. N. Craven 


Lynch Corp. at 207-211 East 37th St., 
New York City. R. N. Craven, a 
factory trained sales and _ service 
engineer, will assist Stenson. The 
company announced it was opening 
the office for closer contact with 
eastern customers, and to render a 
more comprehensive service to users 
of Lynch products, including pack- 
aging machines and air compressors 
as well as condensing units. 


L. E. Thompson has been ap- 
pointed manager of marketing of the 
General Electric Co.’s air condition- 
ing division. Thompson will be re- 
sponsible for all functions connected 
with the marketing of G.E.’s new 
year-round air conditioning and heat- 
ing equipment for the home, as well 
as packaged air conditioning units 
and water coolers for business and 
industry, and commercial refrigera- 
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tion machines. Thompson was for- 
merly manager of distribution sales 
and prior to that manager of parts 
sales and product service for the air 
conditioning division. 


Robert G. Hess, formerly assist- 

ant to the executive vice president of 

the New York Air 

Brake Co., has re- 

cently been elect- 

ed president and 

a member of the 

board of direc- 

tors of Kinney 

Mfg. Co., manu- 

facturer of high 

vacuum pumps 

and a subsidiary 

of New York Air Brake Co. since 

1949. Hess, a graduate of Lehigh 

University, came into the New York 

Air Brake organization in 1943, when 

Hydraulic Controls, Inc., Chicago, of 

which he was general superintendent, 

became that company’s hydraulic 

division. He was named general in- 

dustrial engineer of the parent com- 

pany, and later director of wages, 
methods and budget. 


* 
William M. Roecker has been 


appointed manager of General Con- 
trols Co.’s Cleve- 
land branch 
office. Roecker, 
who spent almost 
four years in the 
army air force as 
a bomber pilot, 
majored in me- 
chanical engi- 


neering at Fenn | 
before | 


College 
entering the service. He joined Gen- 
eral Controls in 1947 following two 
years of study at Case Institute of 
Technology in Cleveland. 


Roger L. Samuelsen has been 
named Order Administrator for York 
Corp.’s southwest district with head- 
quarters in Houston, Tex. Samuelsen 
succeeds George Hauger, who re- 
cently resigned. 


H. Y. Basset, vice president and 
general manager of the Wolverine 
Tube Div. of Calumet and Hecla Con- 
solidated Copper Co., Detroit, an- 


nounces the appointment of George 
D. Potter, general sales manager, to 
the position of director of sales, ef- 
fective Feb. 1. Replacing Potter as 
general sales manager is John M. 
Dumser. 


George S. Jones, Jr., who has 
been prominent in the field of refrig- 
eration for many years, has resigned 
as vice president and assistant to the 
president of Servel, Inc. to become a 
candidate for the Republican nomina- 
tion for Congress in the eighth con- 
gressional district in Indiana. 


H. R. MePhail, works manager 
in the Utica Plant of the Savage Arms 
Corp., has been director of engi- 
neering and assistant works manager 
since 1948, and fills the vacancy 
created by the death on Jan. 30 of 
F. Joseph Meyer, works manager for 
nearly four years. Albert T. Phelps, 
has been appointed superintendent of 
the Utica plant. 


Ralph C. Thomas, president of 
Ralph-Charles-Thomas Co., Norfolk, 
Va., has been appointed a sales repre- 
sentative of Pittsburgh Lectrodryer 


| Why a Heat-Exchanger? 


| 
| 
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1. Increase overall capacity—reduce 
running time as much as 20% 


2. Cool liquid refrigerant—eliminate 
flash gas—increase capacity of ex- 


pansion valve 


3. Prevent frost-back 


4. Vaporize liquid in suction line 


why a Superior 
neat exchanger... 


* Accumulator—assures full vapori- 
zation of liquid. External equal- 
izer connection where needed 


* Negligible pressure drop—excess 
restriction would nullify most 
benefits of a heat exchanger 


* High efficiency—copper heat 
transfer surfaces—maximum ca- 
pacity per unit size 


* Heavy brass shell—sturdy con- 
struction—silver solder joints 


* Other applications—water cool- 
ing, chemical processing 


For a more efficient installation—ask your 
wholesaler for a Superior heat exchanger! 


© 
Superior 
valve and fittings co. 


Pittsburgh 26, Pa. 


Le 
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Corp. Thomas, a manufacturer’s 
agent specializing in air conditioning 
and allied equipment, will have as his 
territory the state of Virginia, with 
the exception of Washington County. 
e 

J. B. Ogden and Templeton W. 
Martin have been named field sales 
representatives for RCA air condition- 
ers. Ogden, formerly field sales man- 
ager for the RCA Service Co., will 
cover the central and west central 
regions, with headquarters in Chi- 
Martin will cover the south- 


cago. 


your motors 
are rated— 


your compressors 
are rated— 


west region, with headquarters in 
Dallas. 
e 


John H. Jennings of Chicago has 
been named chief engineer of the 
room air conditioner division of 
Servel, Inc. For the past seven years 
Jennings has been chief engineer of 


Mitchell Mfg. Co., Chicago. 


* 
Walter B. McCray, general mana- 
ger of Koch Supplies, Kansas City, 
announces the appointment of Rob- 


ert F. “Bob” Murphy to the Koch 


your evaporators 
are rated— 


McINTIRE DC FILTER - DRIERS 
ARE ACCURATELY RATED 


Match the drier to the job-save 
money—get full protection 


Every McIntire DC Filter-Drier is sold 
to you with a guaranteed moisture pick- 
up rating. More than that, we have taken 
this known capacity and worked out a 
Drier-Graph which makes it as easy for 
you to select the proper size DC Filter- 
Drier for any installation, as it is to 
select a compressor or motor. 


McIntire DC Filter-Driers dry to minus 
60° dew point on the first pass—hold all 
picked up moisture—prevent freeze-ups 
—filter all particles, sludges and foreign 
matter. See your wholesaler. 


DFN DRIER-GRAPH 


makes accurate 
drier selection easy 


Ask your whole- 

saler for a_ free 

copy—or write to 
us direct. 


ov 27th Yeo, McINTIRE CONNECTOR CO. 257 Jefterson St., Newark 5, N. J. 


DRIERS ...all types and sizes, up to 100 tons 


MOISTURE CONTROL UNIT 
SP ise) 


MOISTURE INDICATOR 
a oe 


Cirele No. 53 on Reader Service Card for more information 


APRIL, 1952 


staff. Murphy, a specialist in agri- 
cultural economics and economic 
geography, will devote his attention to 
market analysis and 
search. 


product re- 


e 
Phillip Ryan has been appointec 


executive vice president of Cutler- 
Hammer, Inc., ip 
addition to his 
duties as vice 
president in 
charge of manu- 
facturing, a posi- 
tion he has held 
for the past si- 
Ryan be 
gan his caree 
with Cutler-Ham- 
mer in 1920. 


years. 


R. A. Millermaster Cc. W. Kuhn 


R. A. Millermaster has been ap- 
pointed manager of the development 
department. For the past five years 
he has been assistant manager of the 
department. C. W. Kuhn has been 
appointed director of development 
engineering for the company; he has 


| been assistant manager of that depart- 


ment since 1946, He joined Cutler- 
Hammer in 1923 as a student engi- 
neer. 


Jordon Refrigerator Co. has an- 
nounced the appointment of Norman 
Roossin as factory sales representa- 

tive in the states 
of California, 
Washington, Ore- 
gon and Nevada. 
Roossin main- 
tains his head- 
quarters at 742 S. 
Hill St., Los An- 
geles 14, Calif., 
and will handle 
the complete Jor- 
don line of home and farm food 
freezers, reachin refrigerators, bev- 
erage coolers, frozen food and ice 
cream merchandising cabinets. Roos- 
sin has had many years of varied 
experience in the industry. 
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CONTRACTORS 


RACCA Sets Annual Meeting Date, 
Establishes New Membership Class 


2 pee rns of the Refrigeration 


and Air Conditioning Contrac- 
tors Association, at a quarterly meet- 
ing recently in Miami, Fla., voted to 
hold their 1952 annual convention in 
the Miami area in November or De- 
cember. The convention will be held 
in conjunction with an Educational 
Conference which has been scheduled 
for the southeast area during this 
same period. 

Because of the fact that industry 
interest will be centered in the Flor- 
ida area during that time, RACCA 
anticipates that this fall’s meeting 
may be the best attended annual 
meeting it has ever held, including 
All-Industry Show years. Details re- 
main to be worked out, but the Lord 
Tarleton Hotel has been tentatively 
selected as RACCA headquarters. 

RACCA directors heard reports 
from executive vice president Nathan 
Edelstein on the progress of the as- 


sociation’s petition to the Federal 
Trade Commission to establish fair 
trade practive rule regarding mer- 
chandising practices on certain types 
of refrigeration equipment, and on 
RACCA’s efforts to have architects 
change their “Code of Bidding Pro- 
cedure” to establish refrigeration and 
air conditioning as separate bids un- 
der construction specifications. More 
detailed reports of both of these ac- 
tivities are reported elsewhere on 
these pages. 

Addition of 12 new members with- 
in the past month was announced at 
the directors’ meeting. They are: 

J. W. Brooks & Sons, Chattanooga, 
Tenn.; Premier Refrigeration Co., 
Baltimore; Howard-Arnold, Inc., 
New Haven, Conn.; Fred E. Boehme, 
Inc., Milwaukee; Refrigeration Main- 
tenance Corp., San Juan, Puerto 
Rico; Herman J. Duke, Richmond, 
Va.; Jay Refrigeration Co., Newark; 


DIRECTORS of the Refrigeration and Air Conditioning Contractors Association are shown here 
in @ recess during their quarterly meeting in the Columbus Hotel, Miami, Fia., late in February. 
Seated, left to right: Warren W. Farr, Cleveland, director; George T. Howe, Chicago, treasurer; 
B. C. McCall, Chattanooga, Tenn., sergeant-at-arms; Theodore A. Riena, New York City, presi- 
dent; Nathan Edelstein, New York City, executive vice president. Standing, left to right: Cecil 
E. Kirby, Miami, secretary; Ralph W. Lampie, Richmond, second vice president; A. G. Dienstel, 
Bridgeport, Ohio, director; William Schemers, Detroit, director. 
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Frost-Air Co., Indianapolis; Reliable 
Refrigeration & Air Conditioning 
Corp., Chicago; Thorne’s Refrigera- 
tion Service, Winona, Minn.: Schem- 
ers Refrigeration Service, Detroit: 
Florida Hill-York Corp., Miami. 

Directors proposed to amend the 
RACCA constitution to allow one 
representative from each local con- 
tractor association to become a mem- 
ber of the board, in addition to those 
elected at the annual convention. This 
action was taken by the board be- 
cause of the increase in membership, 
and to allow both individual and lo- 
cal members to have representation 
in the RACCA governing body. , 

A more vigorous membership cam- 
paign under the direction of A. M. 
Palen, first vice president and mem- 
bership chairman, will include a 
special drive among the estimated 
3,000 to 4,000 contractor firms doing 
less than $25,000 gross business per 
year. A special membership class has 
been established for these firms, with 
dues set at $18 per year. 

Attending the meeting in Miami 
were Theodore A. Reina, Brooklyn, 
president; Ralph W. Lampie, Rich- 
mond, Va., second vice president; 
Cecil E. Kirby, Miami, recording 
secretary; George T. Howe, Chicago, 
treasurer; B. C. McCall, Chattanooga, 
Tenn., sergeant-at-arms; and direc- 
tors A. G. Dienstel, Bridgeport, Ohio; 
Warren W. Farr, Cleveland; William 
Schemers, Detroit; and executive vice 
president Edelstein, New York City. 


RACCA TO CARRY ITS 
CASE TO AIA MEMBERS 


The contention of the Refrigeration 
and Air Conditioning Contractors 
Association that the air conditioning 
part of large construction projects 
be considered as a separate contract, 
and not as a sub-contract under the 
heating, plumbing, or steamfitting 
contracts connected with the job, was 
presented to officials of the American 
Institute of Architects in conferences 
held recently by Nathan Edelstein, 
executive vice president of RACCA. 

Edelstein talked with Ralph Walker, 
past president of the American Insti- 
tute of Architects, and Walter Taylor, 
Director of Education and Research 
of A.LA., during a recent visit to 
Washington, D. C. 

Both Walker and Taylor agreed 
that the problem was one that should 
be called to the attention of the A.I.A. 
membership in general, since each 





* 


GIOPN MYRIAVGRIMORRES 


architect is a professional and acts 
in the best interests of his clients. 
Edelstein made the point that refrig- 
eration and air conditioning con- 
tractors are now in a position, tech- 
nically and financially, to be able to 
stand on their own feet, and that a 
separate contract covering air con- 
ditioning and refrigeration should be 
included in large construction pro- 
jects. 

Taylor, who is editor of the 
letin of American Architects,” a pub- 
lication circulated among A.I.A. 
membership, agreed to allow RACCA 


“Bul- 


to submit a treatise outlining the 
stand of all refrigeration and air 
conditioning contractors. This treatise 
would then be published in the “Bul- 
letin” and thus be called to the 
attention of all A.I.A. members. 


BRANSKY HEADS CHICAGO 
CONTRACTOR ASSOCIATION 


Harry L. Bransky, of Bransky 
Refrigeration Co., was elected presi- 
dent of the Refrigeration and Air 
Conditioning Contractors Association 
of Chicago at the recent annual meet- 





when you spodty 
Vibra-Sorbers 


e «- your best assurance 
of long, dependable service 


With the change of our corporate name from Chicago Metal 
Hose Corporation to FLEXONICS Corporation, Rex Super- 
Service Vibra-Sorbers are now known as FLEXON Super- 


Service Vibra-Sorbers. Only the trade name is changed, how- 
ever—Vibra-Sorbers still provide the effective, dependable 
vibration control that has made them the preferred connector 
for refrigeration and air conditioning compressor lines. 

Standard bronze units are available in sizes from 6" 
through 4”. Steel or stainless steel units are also available. 
Write for data sheets and prices. 


Flexon identities 


have served industry 
for over 50 years. 


1321 S. Third Avenue * Maywood, Illinois 
Manufacturers of flexible metal hose and conduit, expansion 
joints, metallic bellows and assemblies of these components. 





Bal In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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ing of the organization. 

Albert G. Weil, of Refrigeration 
Maintenance Corp., was elected vice 
president; William L. Watson, of Re- 
frigeration Service Co., was named 
secretary-treasurer. 

Elected directors were: Meyer Ax- 
elrod, Continental Refrigeration Serv- 
ice; Leon Epstein, Reliable Refriger- 
ation and Air Conditioning Corp.; 
Frank L. Haas, Haskris Co.; E. A. 
McLean, Merchants Commercial Re- 
frigeration Engineering & Sales; 
Harvey O. Miller, Murphy & Miller, 
Inc.; H. J. Prebensen, Air Comfort 
Corp.; and George T. Howe, Ac- 
curate Electric Refrigeration Service, 
Inc., immediate past president. 


Miss Edna Berggren will continue 
as executive secretary of the associa- 
tion, and headquarters are at 228 
North LaSalle St., Chicago 1. 


FAIR TRADE COMPLAINT 
BEING INVESTIGATED 

RACCA’s petition recently submit- 
ted to the Federal Trade Commission 
in an effort to stop “unfair competi- 
tion” on the part of dairies, soft drink 
manufacturers and ice cream manu- 
facturers in the sale of refrigeration 
equipment moved another step to- 
ward ultimate action as a result of 
recent conferences between Nathan 
Edelstein, executive vice president of 
RACCA, and Ames Williams of the 
FTC, held in Washington, D. C. 

Williams told Edelstein that each 
of the associations mentioned in the 
petition, plus several others, were 
being contacted by the Federal Trade 
Commission, among which were the 
Commercial Refrigerator Manufac- 
turers Association and the Soda 
Fountain Manufacturers Association. 

After these and other interviews 
are completed, Williams said he 
would draw a report and submit it 
to FTC, which may then call a formal 
trade conference to establish fair 
trade rules for the industry. 


SURVEY SHOWS COST 
OF REPLACING PARTS 

A recent nationwide survey of its 
membership conducted by the Re- 
frigeration and Air Conditioning Con- 
tractors Association indicated that 
there was “an urgent and crying 
need for relief from the heavy burden 
of uncollectible, additional expenses 
of the replacing of defective refrigera- 
tion equipment and parts.” 
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RACCA said that the survey was 
in the form of a prepared question- 
naire which grew out of a meeting last 
May between George T. Howe, chair- 
man of RACCA’s trade relations com- 
mittee, and C. W. Brown, engineer of 
the service data and instruction man- 
uals department of General Electric. 

“While the survey specifically at- 
tempted to arrive at the contractor’s 
average cost of maintaining air con- 
ditioning units for a given year, the 
general response indicated that there 
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“It’s anew model—the kids love it!”’ 


was an urgent and crying need for 
relief,” RACCA’s report said. 

“The labor and extra parts ex- 
penses incurred by the contractor is 
never figured into the contractor’s 
cost and it is the goal of RACCA that 


the manufacturer will include such Sell All ne para eee 


additional costs as part of his war- 


_ is the survey question- Sell them RIGHT with Qe : 


naire and results: ; 

1. Do you sell package and/or re- @ Prepare to SELL right .. . the plus prospects who want the 
mote air conditicaing conisment? finest in personal air conditioning ... who need the capacity 
<a and flexibility of Remington Consoles. 

> 70. INO—Y*/o. . 

S Be vee tall aide: enties @ INDUSTRY’S MOST COMPLETE LINE of both window 
package and/or remote air condi- and console models... 70 models... from 1 to 142 HP... 
tioning ous ee Yes—95%. No a model for every prospect need ...a need for every model 

et Pe . yet you need stock ONLY SIX! 
* on ied ... by selling the 

8 Arey distributor, dealer, @ Double your sales . .. double your profits 
erg ste cr ag ig COMPLETE REMINGTON LINE of BOTH window and 


ila # console models! 

er—58%. Contractor-—83 % . (Some WRITE for name of your Remington Distributor 

are a combination of all three.) TODAY! Remington Air Conditioning, Division 
4. List name of manufacturer’s air | of Remington Corp., 63 Willey St., Auburn, N. Y. 

conditioning equipment you handled 


in 1949: Brunner, Carrier, Chrysler, | | a AIR CONDITIONING 


a See Se. Ware ~~ DIVISION OF REMINGTON CORP. 
inghouse, Worthington, York, mis- : arenes 
cellaneous. ge aa 


5. Average cost of extra materials, | 





sini nti 
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OU) . res . 


BG Ud 


Wy ok ost 


WY WS F 


extra labor, parts (including refriger- 
ant) per unit? Average—$12.42. 

The following example was given 
to show how to figure average cost 
per unit: Number of a particular 
make—10. 

Cost over-all of uncollectible, 
additional expenses 
Exchange 1 unit, 2 men, 5 hrs. 

OD Be WEE Be cn nccccccecse 
Refrigerant used, 40 lbs. @ .75. 
Freight 
CU INNEEE 5 600.6 eae ee nia 


Total 


(Divide by 10 units sold, or $10 per 


unit. ) 


Number of air conditioning units 
installed and serviced: Less than 5— 
12%; 5 to 20—5%; 20 to 50—3%; 
over 50—2%. 

6. List name of manufacturer’s air 
conditioning equipment you handled 
in 1950: Brunner, Carrier, Chrysler, 
Frigidaire, General Electric, West- 
inghouse, Worthington, York, mis- 
cellaneous 


7. Do you set up a service reserve 


fund? Yes—67%. No—32%. 





REMCO loss eliminators 255 


FROST-TITE FLARE NUTS 
with forged frost-relief 
slots. No more losses from 
loosened “creeping” nuts. 


STANDARD DUTY DRIERS 
The lowest cost, most-effi- 
cient molded drier on the 
market. 


4d 


Cross-Flo DRIER FILTERS 
Heavy-duty —with new 
Fiberglas Depth Filter and 
new Remcal Drying Element. 


€-2-SEE leakproof 


uau FLO-INDICATORS 


with NEW Flow-Responsive FLAP to 
instantly indicate all variations 
or interruptions of flow. 


The most versatile, dependable liquid indi- 
cator on the market—now more efficient with 
its exclusive new FLO-Indicator, which indi- 
cates flow by means of a sensitive FLAP in the 
tubular glass directly in the path of the liquid. 
Now the serviceman can accurately analyze 
the functions of the expansion valve by the 
action or position of the flow-responsive flap. 


All E-Z-See Liquid Indicators are E-Z to 
see thru; positively leakproof; perfectly 
safe for pressures to 500 psi. In sizes 4%" 
to 4"’—plus new larger sizes in %”’ to 1%". 


Send for Literature and Prices 


CARRIED IN STOCK BY LEADING WHOLESALERS EVERYWHERE 


West Coast Warehouse: 2103 So. San Pedro, Los Angeles, Calif. 
Export Department: Melchior, Armstrong, Dessau, Ridgefield, N.J. 
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8. How much money do you set 
up for a service reserve fund (for 
Freon, other material, labor) ? Three- 
ton unit—$41.45. Five-ton unit— 


$54.51. 
RACCA reported that for 51% of 


the members polled, the reserve cov- 
ers actual expense, but for 30% it 
does not. 


RACCA OFFICIAL CONFERS 


ON CONSTRUCTION BANS 


Construction Regulation M4A re- 
stricts the use of copper for waste 
lines and water lines, but allows the 
use of steel tubing or steel pipe for 
such lines. The only difficulty is that 
there is a shortage of such steel, and 
as a result the contractor is in a 
quandary as to how to complete a 


job. 


In an attempt to alleviate this sit- 
uation, Nathan Edelstein, executive 
vice president of RACCA, recently 
conferred with Anthony A. Bertch, 
special assistant to Dean Bowman, 
assistant administrator for policy co- 


ordination of the NPA. 


An interesting commentary is the 
fact that under M7 small users or 
contractors using less than 500 
pounds of copper per quarter can 
use copper for waste or water lines, 
since most of their jobs were on per- 
sonal property and M4A is on real 
property. 


Bertch said there is still a great 


| shortage of copper and NPA would 
| hesitate long before allowing its use 


where other substitute might be used. 
Both Bertch and Dean Bowman, as- 
sistant NPA administrator for policy 
coordinator, were of the opinion that 
the shortage of steel tubing might 
be a problem of poor warehousing 
and mis-allocation of steel, and sug- 
gested that inquiries be made there 
in an effort to alleviate the current 
shortages. A modification of M4A, 
Bowman said, would probably not be 
possible at this time. 


Hardship cases, Bowman said, have 
a means of appeal from this regula- 
tion, although the success of the ap- 
peal is not always guaranteed. Ap- 
peals should be made to the admini- 
strator of M4A, using appeal form 
NPA F24A “Why an _ Exception 
Should be Granted.” This procedure 
takes about a week under present con- 
ditions, it was stated. 
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THE 


HEATING 


SIDE 


ba 


By Wm. Henry Knowlton 


Types of Heating Systems 


(Continued from last month’s issue ) 


S OUTLINED in “The Heating 

Side” last month, the purpose of 

this discussion will be to describe the 

various types of heating systems com- 

monly used for human comfort in 

both residences and light commercial 
buildings. 

Each will be evaluated in terms of 
specific uses, or applications, rather 
than in accordance with claimed or 
inherent characteristics. It will be 
found that each type of system has 
great value when employed in the 
right place. 


Radiant Floor Panel Heating 


Few people realize that the famed 
luxury of the Roman baths was made 
possible by a crude system of radiant 
heating. Open fires built in under- 
ground tunnels heated the floors, 
which in turn heated the rooms above. 

Early in the present century the 
practice was revised in England, par- 
ticularly for heating churches and 
other one floor buildings having high 
ceilings. Presumably under the in- 
fluence of English architects and en- 


3d Ways of Using 


Radiant Heating 


1. Floor Radiant Heating System 


gineers, the practice was first brought 
to America for use in buildings of 
this type (see Fig. 1). 

Manufacturers of wrought iron and 
copper piping soon saw the latent 
possibilities in this type of heating, 
particularly in basementless building 
having a concrete floor, where “cold” 
floors have long been a problem. As 
a result the practice of placing pipe 
coils supplied with hot water in the 
concrete has come into widespread 
practice. 

Exponents (and many owners) of 


WARM AIR 
CHAMBER 





DIANT 
HEAT FRO 
CCILING 

PANEL 


2. Ceiling Radiant Heating System 
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3. Perimeter Heating System 





these systems claim warm floors, com- 
fortable interiors due to the presence 
of radiant heat, and low operating 
costs. Opponents (including owners 
with poorly designed systems) claim 
sweating feet, inability to control 
easily due to the heated mass in the 
floor, and high operating costs due 
to lack of adequate control. 

All this means is that the air con- 
ditioning man should have a thor- 
ough knowledge of radiant floor pan- 
el heating before he attempts to de- 
sign and install a system of this type 
for any customer. Excellent 


texts 


ROTARY 
SEAL 


AT ALL 
LEADING 
JOBBERS 


For Commercial, Semi-Commer- 
cial, Air Conditioning, and 
Household Refrigerator Com- 
pressors....over 20 years of 
performance proof.. 

.. Units available for 


all standard makes. 


AVAILABLE 
FOR MORE THAN 


900 


COMPRESSOR MODELS 


may be obtained in the library and a 
wealth of literature is available from 
various manufacturers. 


Ceiling Panel Systems 


In recent years ceiling panel sys- 
tems using warm air as the heating 
medium have gained in popularity. 
With systems of this type the pas- 
sage of “radiant” heat rays to all 
parts of the room encounters less ob- 
struction, and the ceiling tempera- 
ture may be held as high as 115 F— 
much higher than floor panels (see 


Fig. 2). 


ay 
Units 


Easy to Install ....... 
Efficient in Operation . 
Simple in Construction 
Economical ......... 


Certainty!”’ 


rotating 


shafts 


2020 NORTH LARRABEE STREET 
CHICAGO 14, ILLINOIS, U.S.A. 


CANADIAN AGENT: 
MONTREAL 28, 


2025 ADDINGTON AVENUE 
QUEBEC, 


CANADA 
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One disadvantage of this system is 
that it requires a false ceiling sus- 
pended about 3 inches below the reg- 
ular ceiling, to form a plenum cham- 
ber through which warm air is per- 
mitted to pass. Within this space, 
proper baffling must be installed to 
direct the warm air over the entire 
surface. 

Advocates of this system, however, 
are enthusiastic about its character- 
istics. They point out that because 
there is less heated mass than in floor 
panels, the systems are easier to con- 
trol. They also point out that the 
flow of radiant rays from the ceiling 
will warm the floor, keeping it at a 
higher temperature than the room air. 

It should be understood, however, 
that either floor or ceiling radiant 
panel heating may require auxiliary 
heat in rooms that are either poorly 
insulated, or have an unusually large 
glass exposure that is not double or 
triple glass. 
garages, 
ings, 


For this reason many 
factories, and shop build- 
equipped with large factory 
steel sash, require auxiliary heat dur- 
ing very cold weather. 


Perimeter Heating 


At least one manufacturer is ad- 
vocating “perimeter heating” for 
basementless homes and light com- 
mercial buildings. This system com- 
bines “radiant” floor heating and 
warm air heating (see Fig. 3). 

Warm air ducts, fabricated either 
of metal or composition, run from 
the furnace under the floor, keeping 
the floor reasonably warm. Part of 
the air in the ducts, however, is al- 
lowed to escape to the structure 
through a series of “perimeter” reg- 
isters, located around the outside of 
the structure. At least one cross-over 
duct is provided to keep the registers 
in balance. Cold air is taken into 
the top of the furnace through high 
wall registers located in the walls of 
the furnace or utility room. 

This system has the advantage of 
providing filtered, humidified air, 
while keeping the floor warm. It is 
doubtful, however, if most modern 
furnaces have enough standard fan 
capacity to handle much more than 
the floor area of a small house at 
one time. Thus larger installations 
would require two or more furnaces. 


Warm Air Unit Heaters 


Beginning a good many years ago 
with the gas-fired “unit” suspended 
air heater, this type of heating has 
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gained considerable headway in both 
commercial and industrial work. 
With the heaters placed near the ceil- | 
ing, and out of the way, they are 
reasonably easy to install and to 
control. 

Today, both oil and gas fired “unit” 
heaters, designed for overhead instal- 
lation are available in a complete 
range of capacities up to very large 
sizes. 

For the refrigeration man _ these 
units have many advantages, as they 
are actually “suspended” air condi- 
tioners—containing a source of heat, 
fan, filters, and a humidifier. When 
the duct system they serve is ade- 
quate they may be equipped with a 
summer air conditioning coil, served 
by a “remote” compressor, which in 
actual practice may be installed at 
a nearby point overhead. 


@ KEEPS PIPES CLEAN AND DRY 
@ PREVENTS RUSTING, THUS PROLONGING LIFE 
@ KEEPS FLOORS DRY AND SAFER 


NoDrip Tape forms a tight fitting, 
sealed jacket — holds temperatures 
steadier—eliminates 

icing and 

Combination or “Split” Systems frosting. 


Combination or “split” heating 
systems, as they are often called, con- 
sist of an air conditioner or air han- | 
dling unit which has a heating coil 
served by a steam or hot water boil- 
er. In light commercial work (where 
a central source of steam is not avail- 
able) a hot water boiler is normally 


—- 


used. | : 4 ‘ ; 
Systems of this type may contain a 


all of the components of air con- Cold water pipes and suc- 


ditioning—heating, filtering, forced 
air circulation, and humidification- 
and are readily adaptable to summer 
air conditioning work. 

They are also very flexible and 
easily subject to control, as the heat- 
ing load may be established by hot 
water temperature and the cooling 
load by refrigerant pressure. With a 


tion lines running from 
refrigerating machines 
to condensers, all 
joints and fittings, need 
NoDrip Tape. 

Also used on refrigerant 
lines in air condition- 
ing systems, walk-in 
freezers, deep freezers 
for home and business, 
and on cold water 
pipes in basements. 


properly designed duct system, the | 
fan may be permitted to run con- 
stantly and to introduce fresh air to 
the building when neither heating or 


cooling is required. After you have followed 

Installation of “split” systems is | the easy application directions 
also highly flexible, as the boiler may | and NoDrip Tape is in place, dripping will stop. No 
be located near the stack where it | tools or brads are needed. NoDrip Tape is wound around 
belongs and the conditioner located pipes and pressed in place with the hands. 


overhead, in the ee . rl CONTRACTORS =Include NoDrip 4 0 
haps in an unused closet. Any avail- Tape protection in your estimates, not a cot 
able fuel may be used in the boiler. oul to stop dripping, but for the 10 fee 
; | sake of good appearance on finished 
Reversed Cycle Refrigeration | installations. 
MANUFACTURERS and SERVICE ENGINEERS 


‘ew : Investigate the many advantages of NoDrip 
Few standard heating texts or man- | Tape for condensation control and rust pre- 


uals make any mention of reversed vention. » eeiebiste 
cycle refrigeration—now commonly Order Through Your Supply House 


Circular on request 
known as the “heat pump” as a : 


source of heat. Yet every refrigera- | J. WW. MORTELL 


tion and air conditioning man knows | Technical Coatings Since 1895 
that with ordinary cooling systems | §53 Burch Street Kankakee, Illinois 
Circle No. 59 on Reader Service Card for more information 
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plenty of heat is often available at 
the condenser. 


a 
i In the past few years the heat pump 
Z O a has “graduated” from an_ experi- 


imental device in areas having un- 
usually low utility rates, and now 
promises to emerge as a full fledged, 
and highly competitive source of 
heat energy. 

In operation the heat pump ab- 
sorbs heat from air or water, and 
transfers it to an air or water cooled 
condenser, where it is available for 

| use. For obvious reasons, heat is us- 
ually absorbed from water, and trans- 
ferred to water. Common sources of 
heat are well water, city water, lakes, 
rivers, and so on. 

In theory, the heat pump has the 
ability to make a large quantity of 


it’s easy to install motor bearings 


with the Wagner 4earing7foo/... 


“PU bet that’s the easiest water 


p> 


Here’s a time-saving tool that helps you remove worn sleeve bear- aw 1 a Sa 
ings and install genuine Wagner bearings in a single, easy operation. 
You don’t have to hammer—no need for reaming. You get perfect heat available at a low but useful 
alignment every time. Order your tools today—use the coupon below. temperature with the expenditure of 
a relatively small amount of energy. 
In actual practice, the use of a re- 
They’ re precision-bored, 85% tin babbitt- frigerating machine as a prime source 
lined bearings that have extreme load- of heat ee depends upon s num- 
: : re ber of important factors that are all 
carrying Capacity ... excellent anti-seizure 


related, and that must all be taken 
properties... high resistance to corrosion. | into consideration. Among these are: 


(1) cost of electric power; (2) avail- 
| ability of heat source; (3) average 
WAGNER ELECTRIC CORPORATION 6442 Plymouth Ave., St.Louis 14,Mo. | | ‘mperature of heat source; (4) cli- 

Please ship the following bearing tools: mate where system is used, measured 
in degree days; (5) savings made 
possible in new construction by elim- 
ADDRESS ination of chimney; (6) whether sys- 

tem is also used for air conditioning. 

SA-860 d city To illustrate this point, let us take 


SA-847 two extreme examples. First, an own- 
SA-848 STATE ________ | er intends to build a home in a 


WAGNER ELECTRIC CORPORATION | northern state where winters are se- 
6442 Plymouth Ave., St. Louis 14, Mo., U. S. A. vere and the degree day total is high. 
Power costs are above average, and 
ES ET ee ere ee Ie | no water or “source of heat” is avail- 
BRUSHES CAPACITORS COMMUTATORS able without digging a deep well. 
| Such wells often produce very cold 

650 AUTHORIZED SERVICE STATIONS water. 
OR PARTS DISTRIBUTORS Continued on page 112 
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Always use Genuine Wagner Bearings 


Quantity Tool No. Fin. Brg. Size List Ea. NAME 
SA-1197 
SA-846 








Front-Line Ice Maker 
Serves Korean Troops 


This odd-looking contraption, located not far from the fighting front in 


Korea, is a water tank which provides the water for a York “Flakice” | 
machine, not visible in the picture but located under the canvas cover | 


at the left. Uses of ice-making equipment by the armed forces range 
from ice water for the parched throats of fighting men to the applica- 
tion of ice for local anesthesia and the prevention of shock in surgery. 


Compressors Cool Water 
For Salmon Spawning 


The International Pacific Salmon Fisheries Commission is using four 
Vq hp Lynch Parmetic units for the sole purpose of experimental fish 
hotching under controlled conditions, according to Fleck Brothers, Ltd., 
Vancouver, B. C. Using four separate tanks (above) constructed of 
aluminum measuring 11/2’ x 112’ x 4 long, each tank temperature is 


controlled to within a plus or minus 1 F through a variable range from | 


35 F to 80 F. Each Parmetic unit (below) is hooked up to approxi- 
mately 50 feet of tinned copper tubing in a false bottom of each tank. 
The units are mounted on a slide that can be pulled out like oa 
drawer for inspection. 


and AIR CONDITIONING e APRIL, 1952 


Circle No. 60 on Reader Service Card »— 


Make Sure You Get these 
White-Rodgers Advantages 
on Your Refrigeration Jobs 


Wherever accurate, reliable temperature 
control is desired, White-Rodgers Hydraulic- 
Action Controls offer every wanted feature. 


Ideal for such installations as beverage cool- 
ers, walk-in boxes, display cases, farm freezers, 
milk coolers, and many other applications. 


They provide maximum sensitivity to temper- 
ature change, full-range accuracy with easily 
adjusted dials accurately calibrated in degrees. 
Available with fixed or adjustable differential, 
knob or key adjustment, or with manual 
reset button. : 


Write today for complete catalog. 


ead Tel | 
HEATING AND 
AIR CONDITIONING 
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ELLIN G IDEAS (Continued from page 58) 


FOOD § 


A REACH-IN COOLER 
61 located just behind the 

service case of a food 

store’s meat department 
can be a big aid to faster service and 
more attractive displays. The meat 
man can reload display case shelves 


without walking more than a few steps 


from the cutting or prepackaging area. 


Meat can be cut and plattered ahead 
of time, and the reach-in can act as a 
bloom room. No sales are lost waiting 
for meat to be cut, and displays can 
be replenished quickly as necessary. 
Better displays are made possible by 
showing fewer cuts per tray, and 
changing the displays more often. 


(Meat Merchandising, Aug., 1951) 


INSTALLATION of a 
62 self-service doubled 

the meat volume of one 

tiny market in a small 
Michigan town. Whereas formerly the 
store’s meat purchases averaged $200 
per week, they now run from $400 to 
$500 weekly. The owner hesitated 
about making the switch to self-serv- 
ice because his entire merchandising 
area was only 131% feet wide and 
151% feet long, plus a few feet between 
a counter and a shelf which provided 
a pathway to the back room. By in- 
stalling the self-service case, however, 
he found that he actually gave him- 
self more room. The case was pushed 
back up against a wall, as there was 
no need for working room behind it. 
The space saved enabled the store to 
use a third more shelving room and 
provided 86 sq. ft. of sales area not 


90 


case 


usable before. Moreover, this opera- 
tor has found he can stock much more 
meat in his self-service case, thus en- 
abling him to greatly increase the 
variety of cuts offered. Because the 
customer looks down into a self-serv- 
ice case, he points out, he can now 
pile meat cuts one on top of the other, 
and stock four times as much meat as 
he could previously. 


(National Grocers Bulletin, Nov., 1951) 


“FREE BUTTER to make 


63 your steak more enjoy- 
able,” reads the sign on 

the meat case of a small- 
town merchant in Michigan. And sure 
enough, two pats of butter are neatly 
wrapped in cellophane together with 
each of the larger steaks, one pat with 
the smaller ones. And believe it or 
not, this market owner declares, steak 
sales are up as a result! 


(National Grocers Bulletin, Dec., 1951) 


CONTROL OF ODORS 


within refrigerated areas 


64 


serves 


serves a double purpose. 
It safeguards and pre- 
perishables and promotes 
The unit shown here, 
known as the “Food Saver,” extracts 


cleanliness. 


odors (gases and vapors) by absorp- 
tion, condensation and retention on 
the surfaces of activated carbon. At- 
mospheric contaminants may origi- 
nate from a variety of sources, includ- 
ing the food itself, other foods in the 
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same storage, and the materials used 
in the construction of the cooler. 
These can cause accelerated ripening, 
softening, respiration and _ color 
change, tissue injury, weakening of re- 
sistance to microorganisms and can 
affect food flavors and aromas. These 
hazards may be reduced or eliminated 
by constant filtration of the storage 
air through activated carbon. A fur- 
ther benefit is that odor build-up, 
which may result in characteristic 
“refrigerator” smell after prolonged 
use, is prevented. 


THERE'S NO NEED to 
65 spread sawdust on the 
walk-in cooler floor. Cover 
the floor with linoleum 
and make cleaning easier and more 
time-saving. Simply mopping the floor 
solves the cleaning problem. The cost 


of sawdust is eliminated, as is the un 

sightly appearance caused by tracking 
sawdust around the meat counter. Fo 

additional convenience a clean piece 
of cardboard can be laid on the coole 

floor and replaced daily. 


(Meat Merchandising, June, 1951 


DON’T TRY to combine 
66 the storage of meat an 

vegetables in the sam¢ 

walk-in cooler. Vegetables 
require different air temperatures tha 
meat. If you try to combine the two i 
bulk storage, the meat, the vegetables 
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General Controls 


| 
FOR REFRIGERATION AND AIR CONDITIONING Ve 
ie 


V-200 SERIES Thermostatic Expansion 
SIX VALVES Valves..-For High or Low 
sheath Temperature Application 


FREON 
METH YL-CHLORIDE 
SULPHUR DIOXIDE 


V-200 Valves control the flow of liquid refrigerants 
into cooling units. Positive in shut-off, they are simple 
in design and respond to the slightest temperature 
changes. Adjustable orifice cartridge makes it possible 
for these valves to be adjusted to any one of six ca- 
pacities, without interchanging the valve itself. Semi- 
liquid charged, V-200’s operate on high or low back 
pressure and corresponding temperatures and are 


lah ele available in %2, 1, 2, 3% and 5 ton capacities. 


FAMILY OF FAVORITES 


GENERAL §& CONTROLS 


801 ALLEN AVENUE GLENDALE 1, CALIFORNIA 
Manufacturers of Mulomatic Pressure, Temperature, Level and How Controls 


FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 5, Cleveland 15, Columbus 15, Dallas 2, Denver 4, 

Detroit 21, El Paso, Glendale 1, Houston 6, Indianapolis 4, Kansas City 2, Milwaukee 3, Minneapolis 2, Newark 6, New Orleans, 

New York 17, Omoha 2, Philadelphia 23, Pittsburgh 22, St. Lovis 3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6, D. C. 
DISTRIBUTORS IN PRINCIPAL CITIES 
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There’s nothing like 


Tubes 


to cut production costs! 


Several examples of 

the versatility of 
ANACONDA Copper 

Tube can be seen in 
these assorted tube bends 
fabricated by Typhoon Air 
Conditioning Company. 


Typhoon 5 SC unit 
shown with cover re- 
moved. Rating: 5 Tons. 


Using ANACONDA Copper Tube, this. 5-row coil in the Typhoon 5-ton Unit 


The workability of AnaconpA Copper Tubes — their 
uniformity of temper—that’s what cuts production costs 
for The Typhoon Air Conditioning Co. on the generous 
five-row coil of their 5-ton packaged air conditioner. 
The coil bends, for instance, greatly simplify design. 
They're easy to form, offer less friction than fittings and 


OTHER ANACONDA PRODUCTS 
FOR THE REFRIGERATION INDUSTRY 


Restrictor Tube 
Bourdon Tube 
Thermal Expansion Bulbs 
Formed Tube Parts 
Hard Copper Tube cut to length 
Copper Water Tube in coils 
or straight lengths 
Fittings 
Vibration Eliminators 
Flexible Metal Refrigeration Conduit 


permits highly efficient removal of excess moisture. 


cost less to make than a 3- or 4-fitting assembly. That 
goes for the finned coils, too. They're made by simply 
spiral-winding 4,” x .008” copper strip around the 
copper tube and then tinning the whole assembly. 
And then, of course, there’s nothing like copper’s effi- 
ciency for thermal conductivity, nor its suitability for, 
carrying hydrocarbon refrigerants. That's why yo 
should ask for ANAcoNDA Copper Tubes and othe 
AnaconpA Refrigeration Products by name. The Amer 
ican Brass Company, Waterbury 20, Conn. In Canada: 
Anaconda American Brass, Ltd., New Toronto, Ont 


for consistent uniformity—ask for 


® 


REFRIGERATION PRODUCTS 


Cirele No. 62 on Reader Service Card for more information 


APRIL, 1952 « COMMERCIAL REFRIGERATION 





the cooler, and- the refrigeration 
equipment all will suffer. The heat of 
respiration of vegetables is too great 
for the refrigeration equipment of the 
meat cooler. If you place the vege- 
tables in closed containers to protect 
the meat, then the vegetables them- 
selves will suffer. 


(Meat Merchandising, May, 1951) 


PASSING OUT samples 
67 of new and regular cold 
meat items is still one of 
the best methods for 
arousing customer interest in cold 
meats, food merchants contend. But 
with meat prices as high as they are, 
dealers must make samples go much 


further by converting a single slice 
into a half-dozen tasty bits fastened on 
toothpicks. The toothpicks then can 
be stuck into a grapefruit for in- 
stance, and the entire sample display 
set atop the meat counter. Thus, at 
little cost, dealers help customers de- 
velop new and continued interest in 
cold meat items, the most profitable 
group of products in the entire meat 
department. 


(Progressive Grocer, June, 1951) 


AIR CONDITIONING is 
68 proving a great asset in 

one central lowa store. 

The owner has found that 
customers appreciate it and definitely 
tend to shop longer and buy more, 
now that they can do so in comfort. 
Also employees work more efficiently 
and cheerfully, and this attitude is re- 
flected in better customer relations. 
Furthermore, non-refrigerated perish- 
able foods are kept in better condition 


for longer periods of time the year 
around, as a result of the air condi- 
tioning. 

(Progressive Grocer, Sept., 1951) 


ONE WAY to operate a 
profitable meat depart- 
ment without the need for 


the experience and facili- 


ties which are a “must” for meat 
processing is to make a tie-up with a 
meat supplier who will do all the 


PENGUIN FROZEN 


FGW-5274 


New Penguin Frozen Food and Dairy Display 
Cabinets coming off the line are of like size 
opening up great new merchandising possibilities 
for both the independent and super market mer- 
chant. 

Being of like size the two models can be dis- 
played side by side in dual or massive displays. 
Both models are available in two like sizes . . . 
54 x 50 x 28” and 74 x 50 x 28”. 





processing for you and deliver your 
self-service meats all packaged, priced, 
and ready to sell. A market owner in 
Indiana, for instance, makes a 15% 
profit on all the meat displayed in 
his self-service case, yet has none of 
the headaches of preparing it. He pro- 
vides the case and his meat supplier 
does the rest, paying him a 15% mar- 
gin on all sales. Thus the space which 
otherwise would be needed for proc- 
essing facilities can be put to other 
profitable use. 

(National Grocers Bulletin, Oct., 1951) 


Outstanding Design 


Advanee 
OPENS NEW MERCHANDISING POSSIBILITIES 


NEW 


FOOD AND DAIRY 


CABINETS ARE ENGINEERED TO 


DISPLAY SIDE» SIDE! 


DDW- 
5274 


Frozen food model has big glass front and rite- 
angle mirror that double effective display area. 
Dairy model has tri-level display area capable 
of storing 112 quarts of milk on bottom shelf 
plus eggs, butter, cream, cheese on the other 
two shelves. 

Write for full details on these two powerful 
display cabinets designed to give the most ef- 
— frozen food and dairy display available 
today. 


MASSIVE DISPLAYS NOW POSSIBLE 


Now the chain or super market merchant can display dairy and 
frozen foods side by side in massive displays never before possible. 


IDEAL ALSO 
FOR THE 
SMALLER 
MERCHANT 


Who can now have 
a frozen food and 
dairy department in 
one smal! section of 
his store. 


Name. 


Street. 


Nd 


PENGUIN SALES 


15440 PLAINVIEW 


Fill out coupon and get complete details. 
[T ~~ ~ QW Fy Send Titerature on Complete Line 


oO Send literature on Penguin Merchandising Plan 


Firm. 
City. State. 


DETROIT 23, MICH 
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MERCHANDISING 
7 MEAT by grade is a prac- 

tice that several super 

markets follow to increase 
their sales in all meat grades. Meats 
of various grades are displayed in 
separate sections, each grade being 
identified by different colored tabs, 
so that customers can clearly under- 
stand what they are buying. A St. 
Louis super market which has used 
this system successfully says it has 
increased sales by offering meats for 
every taste and budget. It also affords 
easier shopping, and can be applied 
equally well to service and self- 
service meat departments. 


(Chain Store Age, Feb., 1952) 


MECHANICAL EQUIP- 
71 MENT maintenance prob- 

lems are greatly simpli- 

fied when this equipment 
is located in a separate enclosed 
room of its own. In addition to 
locating such equipment so that it 
can be readily reached in case of any 
failure, also 
protects the equipment ‘from being 


such an arrangement 
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as they leave your store. 
job for life . 


VY ERTISING 


Oy 


ADVERTISING 


ADVERTISING 


tampered with by unauthorized per- 
sons. Compressors and motors for 
display cases and coolers, air condi- 
tioning equipment, and fluorescent 
lighting are examples of equipment 
for which this sort of protection can 
be profitably provided. 


(Progressive Grocer, Nov., 1951) 


WRAPPING TWO small 
chickens in a single pack- 
age and promoting them 


under the name of “Twin 


Pack” or some similar catch-phrase is 


a stunt which can do much to boost 
self-service poultry sales. The chick- 


Sparkling chrome metal “AUTOGRAPHS,” created espe- 
cially for you, sell new equipment, resell the old as soon 
"AUTOGRAPHS" stick to their 
. eliminate the need for screws, bolts, rivets 
and time-consuming drilling. Merely apply solvent to the 
adhesive, press into place and "AUTOGRAPHS" go to work 
at a cost of less than a penny a year. Ease of application, 
permanence of the adhesive and the beauty and durability 
of the printed surface make “AUTOGRAPHS” the most- 
productive, least-costly advertising medium you Can use. 


WRITE TODAY FOR SAMPLES AND DESCRIPTIVE LITERATURE 


IMPRESSIONS THAT STICK e® 


ens should be cut up and arranged at- 
tractively on a paper tray, wrapped in 
cellophane, and sealed. The average 
family of four persons can easily use 
two fryers, and it’s a good way to 
merchandise those smaller birds which 
are generally included in each large 
wholesale poultry order. 


(Meat Merchandising, Dec., 1951) 


A SLIDING WALL of in- 
73 sulated glass which runs 

the entire length of the 88- 

foot self-service meat 
counter in a huge California market 
separates the merchandising area 
from the air conditioned cutting and 
packaging room. This clear glass 
wall puts all processing operations 
within full view of the customer, thus 
dispelling objections of those who 
complain of not being able to see their 
meat prepared for the self-service 
cases. This set-up does much to elim- 
inate the negative reaction of some 
customers who feel they are buying 
“a pig in a poke” when they purchase 
self-service meats. The forced con- 
vection cooling system which provides 


Ao 


ONiSiiua’ 


IMPRESSIONS THAT STICK 
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constant temperature from receiving 
dock to refrigerated walk-in and aging 
rooms, also provides a 55 F temper- 
ature in the processing room to pre- 
vent discoloration of meat during cut- 
ting and packaging. 

(Progressive Grocer, July, 1951) 


TO CUT AGOOD PROFIT 
74 for his self-service meat 

department, the manager 

of a South Milwaukee, 
Wis., super market gives less expen- 
sive meat cuts and poultry the lion’s 
share of display space. Grouped for 
maximum color contrast in a 24-foot 
end section of the meat 
such better gross meat items as 
ground beef, bulk s sausage, kidneys, 
pig’s feet, veal hearts, stewing beef, 
chop suey meat, oxtails. stewing veal 
neck, beef tongue, 
ribs, ete. 


cases are 


short ribs, spare 


(Chain Store Age, Oct., 1951) 


SLIDING MIRRORED 
panels like these make it 
possible to service self- 
meat from 
The cutting room of this 
market is located directly 


, pte SX 
E 4 — 


79 


the rear. 
Montana 


service cases 


behind the 
ager shows how easy it is to restock 
and check his meat displays, without 
interfering with custtomer traffic. 
(Progressive Grocer, June, 1951) 


cases. 


AN INEXPENSIVE sprin- 
kler system rigged up in 
the produce cooler of a 
Texas market has paid for 
itself many times over through greatly 
increased sales and reduced spoilage. 
Now the store’s produce is 
crisp” every morning when the cooler 
door is opened. The system consists 
simply of a %4-inch sprinkler pipe 


7 


Here the meat man-~* 


“salad | 


running above the produce racks on 
each side of the cooler. Three reducer 
unions lead off this pipe to 5-inch 
lengths of copper tube. To convert 
these sections of tube to sprinkler 
heads, the ends were soldered closed 
and holes were punched in the tubing 
as needed. Sprinkling is done about 
once an hour by turning on a faucet 
connected to a water drum already 
located inside the cooler to provide 
drinking water. 


(National Grocers Bulletin, May, 1951) 


y| Oa WL 


Customers Buy.. 
You Sell...More 


VIKING 
EQUIPMENT 


Each case in this foursome 
is designed to meet a refriger- 
ation need of your customers 
and prospects. Each has the 
sales-building good looks, eco- 
nomical operation, longer-life 
construction and proved per- 
formance users demand from 
their refrigeration equipment. 
And each provides the trou- 
ble-free performance that 
ends servicing headaches. 

The complete Viking line 
offers many more reasons 
why Viking Equipment sells 
...and stays sold. Now, while 
franchises are available in a 
few select territories, is your 
chance to build sales by 
becoming a Viking dealer. 


Inquire today. 


VIKING REFRIGERATORS, INC. 


PACKAGED DEALS o1 
7/7 group purchases of frozen 

foods are increasing in 

popularity with the gain 
in home freezer ownership. Increased 
storage capacity of home refrigerators 
has made multiple selling of frozen 
foods an actuality. Try bundling to- 
gether such an assortment as pack- 
ages of green beans, green peas, spin- 
ach, wax beans, peas and carrots, 
mixed vegetables, corn, cooked 
squash, cauliflower, broccoli spears, 
french fried potatoes, strawberries, 


eas 


ana en 


% 


| 


yh V-6 Double-Duty Meat Case 


———— 


V-100 
eo Extensible Self- 
Service Meat Case 


7508 Wilson Avenue, Kansas City, Missouri 

(C] Send me free literature about the Viking complete line of 
quality refrigeration equipment. 

(C] Tell me about the availability of a Viking franchise in my area. 


ost San 1904 





Address 


City 


7508 Wilson Ave 


Zone___Stat 


Kansas City 3, Mo 
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raspberries, and orange juice, and of- 
fering these combinations at a bar- 
gain price. You'll be surprised at the 
volume that will result. 


(National Grocers Bulletin, Nov., 1951) 


DOUBLE DECK open-type 
display cases are good 
items for the refrigeration 
dealer to suggest to his 
particularly 
and conse- 
quently their available display area 

is somewhat limited. Double deck 
cases naturally permit the display of 
more items per square foot of floor 
space than do the single deck type. 


78 


food 


those whose floor area 


store customers, 


(Meat Merchandising, Aug., 1951) 


MORE PARTY FOODS 
79 can be sold if a separate 
department is set up near 
the meat cases especially 
for this purpose. Here is an example 
of how one merchant installed a spe- 
cial section of wall shelving at right 
angles to the self-service meat cases 


holding cold meats and similar prod- 
ucts which the housewife normally as- 
sociates with party foods. He then 
stocked these shelves with a full line 


of party specialties, such as olives, 
pickles, seafoods, peanuts, pretzels, 
mixes, etc. He topped this display 
with a special fluorescent-lighted can- 
opy and sign. This project paid off 
in much greater volume than expect- 
ed in products having double the nor- 
mal margin obtained from most groc- 
eries. 


(Progressive Grocer, Dec., 1951) 


ON SALES AND PROFITS 


By 
5 CHAMPIONS 


Continuous Leaders in Their Pield 


Heres Why... 


* HERMETICALLY SEALED REFRIGERATION 

* HEAVY DUTY FIBERGLAS INSULATION 

* ALL WELDED STEEL CONSTRUCTION 

* SELF CONTAINED, READY FOR PLUGIN USE 


VERSATILE FROZEN FOOD CASE 


* ALL MODELS ARE QUIET, EFFICIENT AND ECONOMICAL 


* MAXIMUM CAPACITIES IN A MINIMUM OF SPACE 


* A MODEL TO MEET EVERY NEED 


Write for Catalog ML 


Closed 


REFRIGERATOR 


DISPLAY AND FROZEN FOOD CASE 


“IF YOUR CUT of meat 


80 is not in the counter, there 
is a meat-cutter at your 

service! Press buzzer for 
service,” reads the sign in the middle 
of the meat counter of a South Bend, 
Ind., market. Surprisingly, reports 
the manager, very few people use the 
buzzer, but the market found that the 
psychological appeal of the sign 
helped greatly in smoothing the tran- 
sition from a regular to a self-serve 
meat department. 


(National Grocers Bulletin, Sept., 1951) 


MANY METHODS can be 
81 used to control the dis- 

coloration of cold meats. 

One is to display the meat 
packages on edge, rather than shin- 
gling them or stacking them straight 
up. This way, the light hits just the 
outer edges of the meat instead of the 
entire upper slice, or a portion of each 
slice. Covering lunch meats at night 
with cloth, paper, or plastic minimizes 
their exposure to light during off 
hours, and thus helps reduce fading. 


Open 


4745 WORTH STRE 
PHILADELPHIA 24, P. 


CO., INC. 


With a background of over 50 years Designing & Manufacturing experien 
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HOW TO SELL eQuierient 
REFRIGERATION (eacuan 


TO THE PROSPECT WHO SAYS 


He is in the habit of 
paying his suppliers daily. 


As a result, at the 
end of the month there 
is not enough left 
to pay large down 
payments and lump sum 
monthly payments. 


DAILY SAVINGS 


Your Customer 
Deposits 
Just a Few 
Meter-Matic DM6 Meter Quarters 
@ LOW IN PRICE a Day. 
@ FULLY GUARANTEED 
@ IMMEDIATE DELIVERY 


MAIL THIS COUPON TODAY 


INTERNATIONAL REGISTER CO. Dept. 42-M 
2626 W. Washington Blvd. 
Chicago 12, Ill. 
Please send me FREE of charge: 
[) Meter Catalog. (0 Meter Plan Folder. 
(0 List of Banks Handing Meter Plan Paper. 
( 1952 Survey—Dealer Use of the Meter Plan. 


Company 


INTERNATIONAL REGISTER CO. 
2626 W. Washington Blvd 
Chicago 12, Illinois 


et Ss Sn Vala ae ki wna wk epider 
Street 


—-— 
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Another trick which will help lick this 
perpetual problem is to cover one or 
both exposed surfaces of each pack- 


age with backing board. 
(National Grocers Bulletin, Sept., 1951) 


ONE OF THE BEST ways 
82 of recovering store losses 
on spoilage from tomatoes 
with soft spots, potatoes 
with dark spots, carrots with with- 
ered tops, shriveled celery, and similar 


unsaleable items of produce is this 
idea dreamed up by a Texas super 
market operator. He simply culls 
these items from the displays, proc- 
esses them, and packages them as 
“Soup Vegetables.” Produce thus 
culled is added to that discarded dur- 
ing original trimming operations. 
When ready for production, an in- 
ventory is taken. Other needed items 
are added, then all pieces are trimmed 
so that only the clean, edible portions 
are left. Everything is tossed into a 
sinkful of cold water until crisp. Then 
the soup mix is drained and packaged 


Are your air conditioning jobs 
the apple of your eye? 


You can eye every installation with pride when you sell usAlRconditioning, 


usAIRco’s complete “packaged” refrigeration line in- 


__— 


cludes a store conditioner, with engineering quality 


resulting from unhurried manufacturing . . . window units 


——_ ae 


in % and % ton... and Refrigerated Kooler-aire, a 


complete package unit in 3 


to 50-ton models, requiring 


only 3 simple connections. 


Write Department CR452 about 
dealer franchise plan. 


UNITED STATES AIR CONDITIONING CORP. 


MINNEAPOLIS 14, MINNESOTA 


EVERYTHING IN AIR CONDITIONING 


usAlRca 


NOT THE MOST 


BUT THE BEST 
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in shallow trays and cellophane 
wrapped. A typical package contains 
potatoes, turnip, squash, cabbage, 
green beans, tomatoes, onions, pars- 
ley, celery, and okra. 

(National Grocers Bulletin, Aug., 1951) 


EXTRA SALES can result 
from careful displays like 
83 this arrangement of caulli- 
flower, a good produce 
item to feature in winter months since 
it is a high-profit item and in plentiful 


supply then. In displaying cauliflow- 
er, best results are obtained with least 


| damage to the relatively fragile flower 


buds by arranging the vegetable in 
single layers in the produce case. This 
not only protects buds but enhances 
their sales appeal. It requires more 
care in arranging, but pays off in more 
sales and less spoilage. 


(Progressive Grocer, Jan., 1951) 


SPEEDIER SERVICE in the 
84 meat department can be 
encouraged by the placing 
of magazine ads on top of 
meat cases to give the housewife sug- 
gestions which will help her solve her 


menu problems quickly when she has 
trouble making up her mind on “what 
to have for dinner tonight.” Other 


COMMERCIAL REFRIGERATION 





point-of-sale material aimed at solving 
this same problem works equally well. 


(Progressive Grocer, May, 1951) 


BRIGHTLY COLORED 
85 wall posters can do much 
to call attention: to any 
special department—and 


boost its profits proportionately. The 
“whale” of a sign shown here hiked 


because GETERIER) effo mow 





DISTRIBUTORS HAVE MORE TO OFFER 


Through these dramatic Cost-Cutting developments: 
atomized air - eliminates costly waste. 
directional flow - eliminates costly spillage. 


e re-circulated air - cuts case running time 
sales in the frozen food department 
of a Muskegon, Mich., food market up to 15%. 


by a considerable degree. 
(Food Topics, Feb., 1952) SHERER USERS REPORT SAVINGS UP TO 
$210.00 ANNUALLY, PER 10 FOOT CASE 


ELIMINATE WASTE in Customers can apply these remarkable savings to: 
86 your meat department 1. lower prices 

with a reach-in freezer, as 2. quickly pay off original investment 

did this Tennessee market 3. absorb cost of loss leaders or special sales 


operator. Such a unit can more than 4. extra profits from these savings. 
earn its “keep” as a waste-reducer. 


Thi hant makes use of his 25-cu. ‘ 
ee alsot SHERER gives users these PLUS VALUES: 
fast, easy servicing — wide-angle, panoramic visibility — 
“automatic selling” design features that increase sales 
and lower selling costs and many others. Write for 
franchise information today. 


SHERER DISTRIBUTORS SELL MORE BECAUSE THEY HAVE MORE TO SELL 


ft. freezer by stocking it every Satur- | 100 years of experience in making 
day night with the more perishable | food merchandising more profitable 


meat items that might not keep per- | SHERER-GILLETT CO., marshall, michigan 


fectly in his walk-in cooler—items | 
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like pigs feet, neck bones, brains, rab- 
bits, fish, livers, tails, etc. Some spe- 
cialty meat items that come to the 
market already frozen go into the 
freezer immediately upon arrival. 
(Meat Merchandising, Nov., 1951) 


EVERYONE NOTICES the 
out-of-line price tag. The 
price tag that’s placed in a 


different spot than the rest 


stands out like the one man out of step 


in a marching column. If you have a 
special item you want to push, try re- 
moving the price tag from the eye- 
level string that runs the length of the 
case and place it on top of the item 


FROM A 
1% TON 
CONSOLE 
UNIT 
TOA 
CENTRAL 
PLANT 


Self-contained units 
1% to 20 tons 
Multi-packaged systems 
to 60 tons 
Evaporative condensers 
3-20 tons 
Room air conditioners 
Ya-% ton 
Central plants 
Packaged water chillers 
Air handling units 
a) chilled water 
b) direct expansion 
Boilers 
Coils 
Heat pumps 


Write for detailed information 


you want to emphasize. It will serve 
like a magnet in drawing the atten- 
tion of customers to this product, 
and almost invariably results in in- 
creased sales. 

(Progressive Grocer, Feb., 1952) 


MANY MERCHANTS 

88 don’t realize the import- 
ance of keeping eggs con- 

stantly under refrigera- 

tion. A recent survey showed that 
while virtually every store visited had 
refrigeration facilities, only about 
half of them kept eggs under refriger- 
ation. Naturally an egg is best just 
after the hen has laid it, but very 
little deterioration sets in if it is kept 
chilled properly and handled in re- 
frigerated cases by the grocer. The 
ideal temperature for egg storage is 
40-50 F. And here are a couple of 
merchandising tips: When eggs and 
butter are located at extreme ends of 
an open-type dairy case it causes more 
people to see and buy these items, as 
well as other items in the center of the 


case. Also, always open a few egg 


55 


¢ 


cartons so shoppers may judge size 
and color of the eggs. 


(National Grocers Bulletin, Jan., 1951) 
SALES SUFFER sometimes 
89 because customers are re- 
luctant to help themselves 

from self-service produce 

cases, a relatively new food store fix- 
ture in some communities. Signs such 


as the one shown here, encouraging 
customers to “Reach Right In and 


New jobs, remodeling jobs — stores, supermarkets, offices, theatres — 
in fact, almost any job you undertake can be covered best with Typhoon 


quality-engineered equipment. 


Typhoon works with you through its special Planning Service to design 
the most economical and efficient layout for every job, large or small. 
And through its system of Zone Control, Typhoon guarantees even 
distribution of cool air through the premises. 


You will find as have top rated companies like RCA, ABC Television, 
and Whelan’s Drug Stores that Typhoon's 40 years of experience 
pays big dividends in dependable performance, economical operation. 


The Right Air Conditioning System for the Right Job 


SPACE SAVING SINGLE UNITS — all Typhoon units are compact — a 


Typhoon 10-ton packaged unit takes up no more floor space than 


the average 5-ton unit. 
no retail floor space at all. 


mum duct work. 


MULTI-ZONE SYSTEMS — Planned and engineered so that they occupy 
CENTRAL PLANT SYSTEMS — Designed for maximum economy, mini- 


Specialists in Air Conditioning Since 1909 ! I 


TYPHOON AIR CONDITIONING COMPANY, Inc. 794 Union St., Brooklyn 15, N. Y. Ls 
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«J ethis is the best 
ecotmiS IS e bes 
of them all. 
_ $= 


THE HERMETIC 


Yes... with Copelametic, the ACCESSIBLE 
hermetic, you eliminate 90% of all servicing 
problems! Now you can realize steady profits 
with the refrigeration unit which cancels 9 
out of 10 of your service calls and is designed 
for speedy adjustment or repair in the field 
for the rare servicing needs. Copelametic, -in 
sizes from 1/6 H.-P. through 744 HP., com- 
bines the best features of all types of condens- 


ing units. Yet belts, seals and manual oiling, 
which add up to 90% of your servicing prob- 
lems have -been eliminated. Aim for a bigger 
share of refrigeration unit profits... Cope- 
land’s national advertising and traditional 
reputation for dependability will give you 
more prospects and more profits. You will 
discover that your most satisfied customers 
are your Copeland customers! 


Copeland belt-driven models also available through 71/2 HP. 
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some fellows ate just never content 


You know the type. . . they keep fussing with, work- 
ing on, and solving problems that seem impossible 
to most people. 


Time was, when many folks in air conditioning 
thought that the pumps used to recirculate cooling 
water in air conditioning systems were pretty good. 
And when compared, pump for pump, this was true. 
Yet the fellows in the I-R laboratories weren't content. 
They figured that if they could make a 11, H. P. pump 
do the same work as an ordinary 2 H.P. pump, 
they’d have something really special to offer. First 
cost would be lower, there would be a saving on 
space and weight and, more important, installations 
wouldn't be as expensive. 


So I-R engineers worked on this idea; and when they 
informed us they had succeeded, we wanted proof. 
Then they told us about ‘‘an impeller of new hydraulic 


design,” ‘‘extra heavy shafts designed for a maximum 
deflection of .001 inch,’”’ etc. But most important, they 
produced a line of Ingersoll-Rand MOTORPUMPS 
that proved to be tops in efficiency and reliability 
when compared size for size with any other type 
pump on air conditioning systems today! 


This remarkably efficient LR MOTORPUMP had a 
terrific impact on the air conditioning industry. For 
not only did it offer folks like yourself a way to 
recirculate cooling water with a smaller pump, but 
it was made readily available . . . right out of ware- 
houses across the country. And these same ware- 
houses offer service on all I-R MOTORPUMPS 
installed. Your nearest I-R distributor or representa- 
tive has the facts and figures . . . call him in now, 
or write us for descriptive literature. Ingersoll-Rand 
Company, 1l Broadway, New York 4, New York. 


ae | 


.——Ingersoll-Rand 


TT || pumps tn 


< MOTORR PUMP 
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Serve Yourself,” help to assure shop- 
pers that it’s all right for them to help 
themselves to whatever they want. 
Heavy reliance on self-service in the 
market shown here enables this large 
produce department to be operated 
with only three clerks. 

(Progressive Grocer, Nov., 1951) 


OPERATIONS in the meat 
prepackaging room of a 

4 Hollywood, Calif., mar- 
ket are speeded by use of 

an 80-foot conveyor belt. Following 
removal from storage, meats are 


weighed and priced at the beginning | 


of this conveyor. Cuts then move 
along the belt to be hand wrapped 
and sealed. Supervisors pick up the 
finished trays, replenishing the dis- 
plays through the sliding windows 
which separate the packaging area 
from the self-service merchandising 
department. 


SELF-SERVICE MEATS) 


can be merchandised just | 
as easily as other types of 


displays. A Greenville, S. | 


C., food merchant uses a light card- 
board arrow held in place with strips 


(Food Topics, Feb. 4, 1952) 





of transparent tape on the case front | 
and supported by a portion of the 
case-top display. A brightly colored 
arrow will stand out sharply against 
the white of the case. This merchant | 
has found that “pointing the way” to 
a featured product boosts sales of 
other items in the case as well. 

(Meat Merchandising, June, 1951) 


.. for sales and profits 


.. for economy and 
dependability 


A GOOD NAME 
FOR EVERY FOOD 
REFRIGERATION NEED 


THE COMPLETE LINE . . . SELF SERVICE DAIRY, PRODUCE, AND 
MEAT DISPLAYS . . . WALK-INS . . . REACH-INS . . . FREEZERS . . . 
SERVICE CASES . . . SPOT MERCHANDISERS . . . BEVERAGE COOLERS 
. . « FRUIT JUICE DISPLAYS 


FEDERAL REFRIGERATOR MFG. CO. 


WAUKESHA, WISCONSIN 


; * M hl 
Pretty) 
PEE bas ciiakt 
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A 10-SHELF RACK for 
92 holding stocks of pre- 

packaged meats reduces 

replacement time between 
cooler and self-service display cases 
to a minimum. Such a rack, installed 
in the walk-in cooler, will hold large 
quantities of prepackaged meat cuts 
ready for restocking the case. To sim- 
plify and speed this process, meats 
should be grouped by type of cut on 
alloy platters or pans which are chip- 
proof as well as being excellent con- 
ductors of refrigeration. 


(National Grocers Bulletin, Feb., 1951) 


HOME FREEZER families, 
93 which in some areas are 

steadily increasing in num- 

ber, deserve attention 
from food merchants. They are fre- 
quent buyers of foods in larger-than- 
usual quantities—a side of beef, a 
gallon of ice cream, a dozen cakes 
which they store to be ready for 
emergencies. Consequently, they are 
receptive to the idea of a quantity 
price. Some merchants have ob- 


FREEZ-RITE 


FROZEN FOOD Display caBINET 


MODEL GF-1051 


““FRIGEE” 
SAYS. . 


Check 


THE FEATURES 
THAT MEAN 


Extra 


“SNOW WHITE” cabinet 


tained good results by offering regu- 
lar “freezer specials” to meet this 
need. 

(Progressive Grocer, April, 1951) 


A GOOD FISH depart- 


3 ment capitalizes on the es- 
tablished fact that the tra- 
ditional shopper who buys 


fish on Friday at a complete food 


Oe 


QUALITY 


that displays your 


order at the same time. One of the 
best ways to hold and win that valu- 
able customer is to equip the fish de- 
partment with informal signs educat- 
ing customers to the many uses of fish 
products. “Talking” signs like the one 
shown here, and periodic distribu- 
tion of educational material on fish 
recipes, can do much to accomplish 
this aim. Colorful posters and ad 
reproductions can do a lot to attract 
attention to the fish cases. 


(Progressive Grocer, Oct., 1951) 


THREE 5-TON packaged 
95 air conditioning units set 

up on a platform directly 

above the produce racks 
in a Biloxi, Miss., super market serve 
not only to keep the store cool but 
also to reduce fruit and vegetable 
spoilage. These units protect the 
produce displays with a blanket of 
cool air and save the store the ex- 
pense of separately refrigerating all 
of the fruit and vegetable items in 
an effort to cut down the high spoil- 


Csi 


By Wee 
Verner 


" 
] 


WATER FITTINGS 


SALES... 


Extra 


PROFITS ! 


NO DEFROST 
MESS 
Think about this 
No defrost mess 
Slip off SNAP-ON 
defrosters . . rinse 
+ snop beck in 

place. 


merchandise at its TEMPTING best. Full length 
mirror doubles display area. Big 4-pane Thermo- 
pane glass front puts frozen food packages right 
before customers’ eyes. Shows ’em and Sells ’em 
The GF-1051. and its companion GI-1151 (ice 
cream cabinet) were designed of uniform siz 
to permit side by displaving for 
merchandising effects. 


BAILEY & PERKINS COMPANY 


REFRIGERATED DISPLAY CABINETS 
44464 VAN DYKE AVE., UTICA. MICHIGAN 


side mass 


Send Free Literature Giving Full Details 
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Firm Nome___ 


_ State 


COOLERS YOU 
CAN FIT INTO 
YOUR LINE and 
SELL AT A PROFIT 


You sell quality, trouble-free cooling 
in these electric units that operate 
wet or dry. In 3 sizes... 4, 5, 6 ft. 
Unobstructed interiors. Baked Enam- 
el finish for beauty and sanitation. 


HEAVY DUTY 
ROLLER CASTERS 


B 


Render your 
cooler mobile 
for conven- © 
ience. 


SEND FOR 
CATALOG C-1 


rea 14 et Company, Inc. 


3316-28 S..BROADWAY + ST. LOUIS 18, MO 
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age rate caused by high summer tem- 
peratures and humidity. Two of the 
units are located over one end of the 
produce rack where highly perishable 
items are displayed. The third is 
mounted over the other end of the 
rack, above a display of less perish- 
able produce. 


(Food Topics, Aug., 6, 1951) 


FEATURING MEAT and 


96 fish items in special refrig- 
erated displays changed 

daily pleases customers 
and boosts meat department sales and 
profits. Shown here in a special re- 


frigerated display are pork products. 
The mechanically refrigerated case, in 
this instance, is located at the end of 
a grocery gondola, facing the meat de- 
partment. 


(Progressive Grocer, Feb., 1952) 


EFFECTIVE USE of nat- | 


ural color 


creased produce volume 


approximately 25% for one Seattle 
market. In fact, this market’s man- 
ager feels that through this method 
of display he has, in effect, obtained 
the equivalent of the services of a 
salesman—and without the cost. Sim- 
ple secret of this display technique 
is to arrange produce so that green 
items such as peas are placed next to 
orange colored carrots, or golden 
corn on the cob, instead of next to as- 
paragus, spinach or other greens. 
Typical arrangement of produce case, 
following this theme of color con- 
trasts, would display items side by 
side in this order: cabbage, carrots, 


and AIR CONDITIONING « APRIL, 


contrasts in | 
produce displays has in- | 





| 


spinach, cauliflower, beets, peas, new 
potatoes, asparagus, rhubarb, corn, 
tomatoes, green peppers, head lettuce, | 


radishes, leaf lettuce. 


(National Grocers Bulletin, Nov., 1951) 


SPECIAL FOOD depart-| 
ments sets up to cater to 
the predominant national | 


or racial groups in indi- | 


vidual neighborhoods not only helps | 

‘ | 
will these | 
groups, but at the same time helps de- | 


to build good among 


velop extra volume on_ profitable | 


specialties. Typical special depart- 


ments are: an Italian food depart- 


ment in a _ predominantly Italian 
neighborhood and a Kosher food de- 
partment in a predominantly Jewish 
neighborhood. Other stores have set 
up a special “Mexican Food Depart- 
ment” or a department devoted to | 
Southern specialties, simply by com- 
bining in one special section foods 
that formerly were located in vari- 
ous separate sections of the grocery 
department. In all cases where this 
idea was tried, item sales increased. 
(Chain Store Age, Oct., 1951) | 
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PARAGON 


DEFROSTING 
TIME SWITCHES 


300 M 
SERIES 
From 


$1 9 50 List 


For Commercial Defrosting 
@ Electric Heat * Hot Gas 


For or Compressor Shut-Down 


UNIT COOLERS © WALK-IN BOXES 
FROZEN-FOOD DISPLAY CABINETS 
LOCKER PLANTS ® REACH-IN CABINETS 


© FUR STORAGE VAULTS ¢ 


Paragon 300M series offers accurate, 
easy-to-set synchronous-motored time 
switches for up to 8 defrost periods 
per day, of two hours or less .. . one 


of a wide range of dependable Paragon 
Time Controls. 


AMERICA’S LARGEST EXCLUSIVE 
MANUFACTURER OF TIME CONTROLS 
FOR ALL USES 


MAKERS OF THE FAMOUS 


de-frost-it : 
ee. = ONLY $995 
PARAGON ELECTRIC COMPANY 


1688 TWELFTH STREET © TWO RIVERS, WIS. 





retouching and 
made easy... 


@ For New and Used Equipment 


Self-Spray Finishes 


@ Paint and Pressure 


In One Container 


@ Colors May Be Matched to the 
Manufacturer's Factory Finish 


Whether it's touching up new equipment that has been damaged in transit 
or upon installation, or whether it's refinishing a piece of used equipment, 
Plasti-Kote Self-Spray Enamels and Lacquers make the job faster, neater, 
easier, and less expensive. Hundreds of new uses are being reported 
everyday to our dealers and jobbers. Plasti-Kote is first with the finest in 


spray lacquers ... 


Appliance White and Gloss Black. It's 


the most widely 


sold self-spray finish in the refrigeration industry. 
WRITE TODAY FOR CATALOG SHEETS, COLOR CARDS ond PRICE LISTS 


PLASTI-KOTE Inc. + 425 Lakeside N.W., Cleveland 13, Ohio 


Los Angeles 


® Toronto 
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BUILD CONFIDENCE in 
a9 your self-service custom- 

ers by locating a set of 

scales in the meat depart- 
ment in such a way that shoppers 
can conveniently check for themselves 
the weight of the cuts they buy. That 
is the technique used by one Michi- 
gan store when it switched over to 
self-service. An informative sign 
placed near the scales read: “Now 
you can check the weight of meat by 
the self-service way. Each item is 
labeled with total weight, price per 
pound, and total cost to you. Use 
these scales to check this weight for 
yourself.” 
i (Progressive Grocer, Jan., 1951) 


which the store earns a 29% margin! 
Furthermore, the increased ice cream 
the annual 
frozen food sales during the summer 
months when fresh fruits and vegeta- 


BORROWING just 3 ex- 

100 tra feet of space in the 12- 

foot roll-top frozen food 

case tripled ice cream vol- 

ume during the summer months for 
this San Diego, Calif., market. By us- 
ing this added space for ice cream 
display—in addition to the regular ice 
cream display in another case near the 


volume offset 


bles are plentiful. 


PERFECTION 
iy 
DISPLAY 


“DISPLAY ALL” glass refrigerator doors are used in thousands 
of modern markets and wherever there is refrigerated 
display. They are designed to sell merchandise, enhance 
appearance and give long lasting, trouble free service. 

e Unobstructed, brilliant glass 

Mirror polished extruded aluminum 

Perfection in storage and display 

© Quickly installed in any combinations 
LET US SHOW YOU HOW “DISPLAY ALL” DOORS WILL MEAN 
SALES AND PROFIT TO YOU...WRITE FOR OUR BROCHURE. 


AMERICAN GLASS REFRIGERATOR DOOR CO. 


1028 NORTH LA BREA AVE. @ LOS ANGELES 38, CALIF 
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checkstands—volume mounted from: 
the previous summer normal of 50 101 
gallons per month to an average of 


160 gallons. And this on an item on 


(National Grocers Bulletin, Aug., 1951) 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


PREPACKAGING is the 
answer to produce mer- 
chandising for the smaller 
store, in the opinion of 
one Omaha market owner. And to 
prove his point he reports that since 
adopting this method, he has boosted 
his produce volume by 15%, and 
practically eliminated his spoilage. 


(National Grocers Bulletin, Jan., 1951) 


YORK UNITS WILL COOL 
GUIDED MISSILE PLANT 


York Corp. has received an order 
valued at approximately $435,000 to 
air condition two buildings of Con- 
solidated Vultee Aircraft Corp., at 
Pomona, Calif., which will be used 
for the manufacture of guided mis- 
siles for the U. S. Navy. 

The air conditioning systems, to- 
talling about 4,700 hp, will be used 
to dissipate the heat load of the ma- 
chinery engaged in the manufacture 
of guided missiles so that tempera- 
tures from 75 to 80 F can be main- 
tained. 


slack in 


A PERFECT INSULATION 


FOR EVERY REFRIGERATION NEED 


A new and constant insulating value—a low K factor of 
0.20 British Thermal Units! You can offer new and greater 
protection when you insulate with 


ONAZOTE 


EXPANDED HARD-BOARD CELLULAR EBONITE 


Strong! Light—density 4 pounds per cubic foot! Easy to 
handle! ONAZOTE is not affected by moisture—it will not 
rot! It will outlast the equipment in which it is used! 


SEND TODAY FOR COMPLETE DETAILS 


Sales territories open 


BRITISH XYLONITE, INC. 
754 Lexington Avenue Brooklyn 21, N. Y. 


Circle No. 39 on Reader Service Card for more information 


APRIL, 1952 « COMMERCIAL REFRIGERATION 





RECOLD UNITS COOL OFFICE-WAREHOUSE BUILDING 


HERE ARE SIX of the eighteen Recold air conditioning units which provide in excess of 120,000 
cfm of conditioned air for the comfort of office and warehouse workers in the new $3 million Los 
Angeles plant of Union Hardware G Metal Co. Fourteen of the Recold units (including the one 
shown here) are located in a special equipment room 32 x 84 feet located on the top of the 
office building. Arranged in two rows of seven units each, one row handles the entire first floor 


of the structure, while the other row handles the second floor. 


The equipment room has been 


finished in colors which harmonize with those of the air conditioning units; even the exterior 


piping is color coated to harmonize. 


Equipment used on the job was sold by Hess, Greiner & 


Polland, Southern California Recold distributor; installation was made by Mehring G Hanson, 


Inc., Los Angeles mechanical contractors. 


PACKAGED UNITS COOL 
PHONE CO. SWITCHROOMS 


The specialized air conditioning re- 
quirements of switchrooms containing 
New York Telephone Co. dial equip- 
ment are being met by packaged air 
conditioning units containing built- 
in evaporative condensers, according 
Corp., which reports the sale of 
equipment for use in four of the tele- 
phone company’s offices. 


Two 714-ton RK units have been 


installed as part of an alteration of | 


the company’s 14th St. building, in 
Brooklyn, and RK-10’s have been pur- 
chased for use in buildings under 
construction in Hicksville, Wantagh 
and Massapequa, on Long Island. 
The units provide summer dehu- 
midification and are equipped with 
spray-type humidifiers for winter hu- 
midification, providing optimum op- 
erating conditions for the dial equip- 


ment, certain types of which are ad- | 


versely affected by both high and low 
relative humidity. Since freedom 
from dust is vital to proper switch- 
room operation, the filtering action of 
the air conditioning system is also of 
major importance. 


Each of the units is placed in a 


special equipment room and connect- | 


| and in finest quality by the sub- 


ed to the switchroom through a duct 
system. 


W. H. Peepels Co., Inc., contrac- 
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| Warren Makes Big 


to United States Air Conditioning | 


tor, is installing the air conditioning 
equipment in the buildings as sub- 
contractor for White Construction 
Co., general contractor. 


ATLANTA, GA.—After many 
months of extensive laboratory 
and field testing, The Warren 
Company announces a new 8-ft. 
frozen-food display case, Model 
LO-8. Even fruits and juices with 
high sugar content are kept firm 


zero temperatures of the LO-8. 
Its capacity of 612 packages is, 


' indeed, exceptional, and practi- 
Circle No. 80 on Reader Service Card for more information 
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LARKIN HALF-TURRET HUMI-TEMP 


Efficient operation makes a product 
easier to sell on one hand; builds 
solid customer satisfaction on the 
other. Precision engineering—only 
the best materials—skilled crafts- 
manship—and almost 25 years ex- 
perience in commercial and indus- 
trial refrigeration—all add up to 
higher efficiency for every Larkin 
product. And this means lower 
operating costs — important to 
buyer and seller alike. 








a 
Manufacturers of the original Cross-Fin 
Coil — Humi-Temp Units — Evaporative 
and Air Cooled Condensers —Air 
Conditioning Units and Coils —Direct Ex- 
pansion Water Coolers — Steel Vacuum 
Plate Coils — Heat Exchangers. 


| WATCHDOG OF THE NATION'S FOOD SUPPLY 


tride In New Freezer 


cally this entire display is visible 
through the extra-wide four-glass 
Thermopane display front. 

The usual top-quality stand- 
ards of Warren fabrication are 
followed throughout the manu- 
facture of this new frozen-food 
case. For further information, 
write to THE WARREN COMPANY, 
Incorporated, P. O. Box 1436, 
Atlanta 1, Georgia. 
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Multi-Million Dollar Cooling System Under Construction 


IN A TWO-STORY RECESS atop Pittsburgh’s newest and largest sky- 
scraper, the 525 William Penn Place Corp. Building, is this 97-foot long 
cooling tower, part of the multi-million dollar air conditioning system 
which will provide the building’s 4,200 occupants with the ultimate in 
man-made weather. This tower built of redwood with brass bolts and 
copper nails, handles about 7,650 gallons of condenser water per minute, 
dropping its temperature about 10 degrees. The condenser water is used 
in refrigeration equipment in the third basement of the 41-story build- 
ing, occupied by U. S. Steel Corp. and Mellon National Bank and Trust 
Co. Four huge stainless steel fans, powered by 30 hp motors, blow air 
on the condenser water to cool it. The tower was recessed in the build- 
ing so as not to detract from the structure’s architectural appearance. 


A self-service case your customers 

will go for . . . because their customers 
go for it, too. Merchants like the drawing 
power that attracts customers from all 
over the store. Packaged meats are kept 
dependably fresh . . . and displayed at 
hand-level to encourage IMPULSE BUYING. 


This model is available as a flat top 
counter as shown or with the SALESMAKER 
super structure, complete with brilliant 
fluorescent lights, display signs, and plate 
glass mirrors. Either model can bring 
additional profits to you and your customers. 
They have that smooth “come hither” 

look that boosts sales. 


1883 


SINCE 
144 ( Lai refrigerators, inc. | 
NORTH KANSAS CITY 16, MO. 
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ONE OF THE PLENUM CHAMBERS in which air is conditioned for the 
525 William Penn Place Corp. Building is examined by George W. 
Strachan, left, project engineer for Dravo Corp., and his assistant 
Arthur Schock. Each chamber is insulated with cork and contains 
electrostatic and mechanical filters, dehumidifiers, cooling coils, heating 
coils and baffles. Flowing through the chamber is a blend of re- 
circulated and fresh air. 


For details read facing page > 


ReSeal Cushion 


REPLACEMENT GASKET 


Restores Original Appearance 
and Efficiency. 


Seals Out Dirt & Dust 


An all-purpose Cushion Replacement 
Gasket designed to replace the worn out 
cushion without replacing 
gasket. 


the entire 


poes it: 
ano" & 


eRe tse 
LOOK 


LOOK INTO 
THESE FETCHING FEATURES 
Available in 7 to 10 ft. lengths. 


Designed as a single unit or for 
continuous display. 


Porcelain and stainless steel exterior. 
Displays at proper height for 
impulse buying. 


WRITE FOR THE PROFITABLE KOCH DEALER PROPOSITION | 


teh 


es] 


as 


No.710 Bik. No.711 Grey We. , @ 
Tapered design of under- 


cut lip applies permanent pressure against the 
web of old gasket forming a tight, dirt-free seal. 


Available Through Your Wholesaler 


me 
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Pittsburgh Skyscraper Gets 
“Tops” in Air Conditioning 


Just about the ultimate in man- 
made weather has been designed and 
constructed into the heating, ventilat- 
ing and air conditioning system that 
will provide comfort for the 4200 oc- 
cupants of Pittsburgh’s newest and 
largest skyscraper. 

The 525 William Penn Place Corp. 
Building towering 41 stories above 
the famous Golden Triangle presents 
a stone and steel challenge to heat, 
cold, humidity and dust. The air con- 
ditioning system consists of two lines 
of defense—an outer ring and an in- 
ner bulwark—and is designed to stave 
off any attack of the elements. 

The one system takes care of 
weather variations caused by sun and 
wind on the exterior perimeter of 
“skin” of the building. It consists 
of some 3000 individual Carrier 
“Weathermaster” units, one under 
every window. The second system 
compensates for heat gains or losses 
in the “core”, or central area of the 
building. 

The lower eight floors, the banking 
floor and two basements are to be 
used by the Mellon National Bank 
and Trust Co. The United States 
Steel Company offices lease the rest of 
the building. 


20 Miles of Tubing 


Contractor for installation of the 
multi-million dollar heating, ventilat- 


ing and air conditioning systems in | 


the building was Dravo Corp., Pitts- 
burgh. 

An idea of the scope of the project 
can be gained from a few of the major 
statistics. Cooling capacity of refrig- 
eration equipment for the air con- 
ditioning system is equivalent to the 


melting effect of more than five mil- | 


lion pounds of ice daily. About 50 


million pounds of steam will be used | 
annually. Some 16 miles of copper | 


pipe and tubing and 1314 miles of 


steel pipe ranging in diameter from | 


14 in. to 24 ins. are needed to carry | 


steam, condensate, hot water, chilled 
water, drainage and compressed air 
in the two systems. Total capacity of 
all the fans that move air in the build- 
ing amounts to 528,000 cu. ft. per 
minute. On a muggy day, the air con- 


| 


ditioning system will remove from | 


the air 11 gallons of water per minute, 


and on extremely dry days a large 
amount of water will be added to the 
air to maintain proper humidity. The 
relative humidity will vary from 35% 
for winter operation to 50% during 
the summer. 

The heart of the cooling system is 
in the third basement where four 
Carrier centrifugal compressors 


three 800 hp and one 300 hp—pro- 
vide refrigeration for chilling 105,000 
gallons of water each day. These 
machines are designed to lower water 
temperature from 50 to 40 degrees 
through a refrigeration cycle in 
which Freon 11 is utilized as the 
refrigerant. 

Air moving and_ conditioning 
equipment in the second basement 
serves the first eight floors of the 
building. The 15th floor houses simi- 
lar eqipment for floors 9 through 23. 
The 32nd floor contains eqipment for 


floors 24 through 39. The 40th and 





TWO BIG 


for insisting on 





REASONS 


Marsh-Electrimatic Regulators 


a 


1 hehe 


Two-ply bellows has more 
than twice the life of single-ply 


Break-down tests prove that the Marsh-Elec- 
trimatic two-ply bellows has 22 times the 
life of an equivalent one-ply bellows. This 
is because a single ply bellows must be made 
of heavier gauge metal . .. and naturally the 
heavier metal rapidly breaks down under 
the fatigue of flexing. 


Boot eliminates packing — friction 


At one time the best way to eliminate 
packing was with a metal bellows, but 
this Neoprene boot has all the advan- 
tages of a bellows plus ten times its life. 
We have repeatedly proved this, too... 
by cycling the boot, without failure, 
under actual operating conditions ten 


times as long as we could cycle the best 
metal bellows. 

These are just two of the many fea- 
tures that make the Marsh-Electrimatic 
last longer and function better. They 
are typical of plus values found in the 
entire Marsh-Electrimatic line. Write us 
or see your wholesaler. 


THE ELECTRIMATIC CO. Soles affiliate of Jas. P. Marsh Corporation, Dept. P, Skokie, tl. 
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NATE ORs 
CHARGING HOSE 


WITH 45° “E-Z-FLO L-BO’ 


Flexible, double-angle access, 
durable . . . yet Low Priced! 


only 


$7) 50 
each 


Dealer 
Net 


@ Offers two angles of approach, 
45° and 135°. Easier access, less flow 
resistance 36” rayon- reinforced 
refrigerant-resistant neoprene hose 
withstands pressures of 1000¥ psi. 
1-piece flare construction, coil spring 
support, fingertip ‘ ‘Rapid” Coupler. 


Your Wholesaler bas Types 
A & B charging bose, too! 


YHE PRODUCTS CO. 


4837 S. WESTERN BLVD. « CHICAGO 9, ILL. 


Te Ar, 


AIR 


i 


| year around 
| caused by lighting fixtures, mechan- 
| ical and electrical apparatus and 


| mostat located on a model 


| changes, 





41st floors are taken care of by a 
separate heating, ventilating and air 
conditioning system. 

The interior, or “core”, system is 
designed essentially for cooling the 
to offset heat gains 


building occupants. 


The exterior or “skin” conditioning 


| system is the one that compensates 


for varying wind, sun and temperature 


conditions so as to meet individual 


| office needs. With this type of system, 


the temperature in each office can be 
regulated manually a few degrees to 
meet the desired comfort conditions 
of the occupants. Simultaneously, 
automatic controls level out tempera- 
ture variations caused by bright sun- 
shine, deep shade or wind on the 


| outside rooms. 


Compensation for Sun 


Sun effect on the structure is com- 
pensated for through a master ther- 
(of the 
building) which is erected on the roof. 
As the sun effect the 
the control will automati- 
cally reset all inside thermostats. 


TIC 
MTC 


“LIFETIME”’ 


a tea 2 1 
OR 


SOUL Testa ii 
EXTERIORS 


on outside 


Choose 


“P-H” REFRIGERATORS 


for Trouble-FREE Service...Year after Year! 


Accepted as the leaders in their field for over 50 years, P-H Cases end Cabinets give you the most 


efficient preservation of food through the exclusive Grad-U-Matic Air Conditioning system . . 


. longer 


life through such important features as Electrically Welded Steel Frames, finest Fiber Glass Insulation, 


Triple Thermopane Sealed Glass Windows, Welded Interior Porcelain Linings and * 


Stainless Steel Exteriors . . 


‘Lifetime’’ Porcelain or 


- plus an unmatched record of trouble-free performance, year after year. 


Every P-H Refrigerator is factory tested for temperature and efficiency including highly sensitive electronic 


leak detector tests. 


. » . BEVERAGE COOLERS . . 
CABINETS AND WALK-IN COOLERS. 


PUFFER- -HUBBARD MFG 


GRAND HAVEN, MICHIGAN 


IMlustrated above is the Model P-35-4 Self Contained Reach-In. 
other models with capacities from 20 to 90 cu. ft. 
SEE YOUR NEAREST P-H DEALER FOR REACH-IN CABINETS . . 
. PASS-THRU CABINETS . . 


Also available in 50 
» temote or self contained. 


. DAIRY-DELICATESSEN CASES 
- DOUGH RETARDERS . . . FLORIST 


co. 


Listed Under Re-Examination Service of Underwriter's Laboratories, Inc. * 
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Water for condensing in the re- 
frigeration equipment is cooled in a 
huge tower constructed in a two-story 
recess near the roof of the building. 
In this tower, 7650 gallons per min- 
ute of condenser water is exposed to 
the atmosphere and _ evaporation 
causes its temperature to drop about 
ten degrees. The cooling tower is 
97 ft. 25 ft. wide, and 20 ft. 
high, and is divided into four inde- 
pendent cells. Each cell is equipped 
30 horsepower four-blade 
stainless steel fan which induces air 
circulation. Steel beams support a 
steel pan in which the tower is seated. 


long, 


| Seasoned redwood fastened together 


with brass bolts and copper nails 


| makes up the main body of the struc- 


ture. 


NAMED DISTRIBUTOR 


Miami, has 


Knighton-Keune Co., 


| been appointed distributor of Servel 
| appliances in Florida. 


J. K. Knight- 
on is president and treasurer, and O. 
F. Keune is vice president and sec- 
retary. Both Knighton and Keune 
are former sales executives of Servel, 


| Knighton having been vice president 
| in charge of sales and Keune man- 


ager of sales operations. 


PERFEX PROMOTION 


As part of a national promotion 
of its “Magic Dial” thermostats and 
other automatic heating controls, Per- 
fex Corp. has developed a humorous 
20-page booklet trimmed in the shape 
of an animated thermostat. 

Titled “The Lady Who Loved a 
Thermostat,” the booklet an 
easily understood explanation of how 
a modern thermostat operates to bring 
comfort to the home. 


gives 


| NAMED DISTRIBUTOR 


D. W. Holmes, vice president of 
The Parker Appliance Co., Cleveland, 
has announced the appointment of 
Wallace Tube Co., 838 South 6th St., 
Milwaukee, as an authorized ware- 
house distributor for Parker tube fit- 


| tings. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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NEW PLANE “CEILINGS” 
CHALLENGE INDUSTRY 


New developments in aviation, par- 
ticularly in turbo and ram jet fighters 
as well as guided missiles, have in- 
creased the demand for highly speci- 
alized air conditioning and refrigera- 
tion equipment, Stewart E. Lauer, 
York Corp. president, said recently. 

“These continued developments in 
aviation have placed a great challenge 
before our industry,” Lauer declared. 

“During World War II the armed 
forces thought in flight ceilings of 
65,000 feet, but today they are think- 
ing in terms of flight ceilings of 150,- 
000 feet where temperatures below 
minus 67 F (usual stratospheric tem- 
perature) exist. 

“To obtain planes capable of top 
performance and supersonic speeds 
at such altitudes, new type factory and 
field fabricated enclosures, wind tun- 
nels and make-up air systems are now 
being sought for aerodynamic, ma- 
terial and environmental testings. 

“In the main, World War II test 
facilities 
conditions and aircraft climb rates of 
5,000 feet per are now in- 
adequate. To keep pace with the 
rapid developments in aviation, our 
development and research engineers 
are continually seeking ways and 
means of developing new test en- 
closures which play a vital role in 
making these developments possible. 


simulating stratospheric 


minute 


“Tt is within these test enclosures 
that aerial battles of the future are 
indirectly won; our soldiers, marines, 
sailors and airmen protected, and 
much of our national security 
achieved.” 


NEW COMMUNITY TO HAVE 
ALL-YEAR CONDITIONING 


The first all-year-round air condi- 
tioned residential community in the 
East is under construction in Heath- 
cote Heights, New Rochelle, N. Y. 

Charles A. Newbergh, president of 
the corporation, revealed that an or- 
der had been placed with Carrier 
Corp. through the Thermodyne Corp., 
New York distributors, for the deliv- 
ery of 50 home Weathermaker units 
to be used in the residential commu- 
nity. 

This is believed to be the first in- 
stance where an entire community has 
been planned for air conditioning in 
its original construction. 

Eventually, Heathcote Heights will 
have 75 homes according to Mr. New- 


bergh. The first home was expected 
to be completed by February, and 
ground already has been broken for 
two more homes. All will be built to 
sell for $40,000 and up. 

The air conditioning will provide 
refrigerated air in the summer and 
filtered warm air in the winter. Op- 
erating on any type of gas, the unit 
can be changed from cooling to heat- 
ing, and back again, by the simple 
flick of a switch. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


NEW PLANT FOR FUSITE, 
HERMETIC TERMINAL FIRM 


The Fusite Corp., Cincinnati manu- 
facturer of glass-to-steel hermetic 
terminals, has just occupied a new 
factory more than doubling the space 
in its old facilities, according to S. G. 
Lang, secretary-treasurer. The new 
plant is located on a four-acre site at 
6028 Fernview Ave., Cincinnati 13. 
It provides 16,000 square feet of floor 
space as compared with 7,000 in the 
old Carthage Ave. plant and will per- 


mit tripling production, Lang said. 


| Gilmer suocx paps 


ABSORB VIBRATION ... 
SPEED INSTALLATION 


Nocement is needed for installing 
Gilmer Shock Pads on domestic 
units: refrigeration, exhaust fans, 
air conditioning equipment. Save 
floors because they eliminate 
cement or bolts . . . save annoy- 
ance because they absorb com- 
plaint-causing vibration and 
noise. Gilmer Shock Pads 
molded of Neoprene—are resis- 
tant to oil, heat, water and clean- 
ing compounds... do not com- 
pact or harden in use. 


For household installations, 
Gilmer Shock Pads come in indi- 
vidually packaged setsof four 2”’x 
2'' x %" pads, 20 packages toa 
box, for use without cement. Avail- 
able also in larger sizes for use 
with special cement for commer- 
cial installations. 


BUY FROM YOUR 
GILMER DISTRIBUTOR 


GIVE ACCURATE SERVICE 
—MAKE EXTRA PROFITS 


BY CARRYING GILMER LIGHT DUTY V-BELTS 


GILMER HAS 
THE BELT! 


L. H. GILM 


406 Tacon\ 


ER 
Philad 


Gilmer V-Belts are made in sizes 
to fit practically every refrigera- 
tion, air conditioning or fan 
installation. Carry a stock of 
popular sizes in your shop... 
and on your service trucks. 
Make profits on retail sales... 
avoid delays on service calls. 
Minimum investment and space 
required. Ask your Gilmer Dis- 
tributor. 


COMPANY 


lelpt 


Rubber Company 


Circle No. 87 on Reader Service Card for more information 
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Cirele No. 36 on Reader Service Card for more information 


Model 8’DSS 
DAIRY WALL CASE 
6, 8, 10 and 12 Ft. lengths 
A porcelain finished beauty. Heavy duty coils or 
blowers. Porcelain shelves. Hard rubber sliding 
doors with Thermopane glass. Excellent for beverage 
display. 
Model 8’0TD 
OPEN TYPE SELF SERVICE DISPLAY CASE 
6, 8 Ft. lengths 
Great display area. Porcelain interior. Indirect 
fluorescent lights. Single or joined for endless 
display. Also available with superstructure. 


Cases Are 
Best Sellers 


The Evans line has everything 
to give complete customer satis- 
faction . . . beautiful styling— 
perfect refrigeration—solid 
construction—great capacity— 
full product display—trouble 
free performance. The dealer’s 
best guarantees for assured 
sales, repeat business and con- 
tinued nrofits. 


For more information write 


EVANS MANUFACTURING CORP. 


460 S. TENTH AVENUE 7 


MOUNT VERNON, N. Y. 


JUST WHAT ‘Zell ys 


ade IS LOOKI 


Fits on a 
only 19” hi 
it's big in capacity... 


NG FOR! 


JUNIOR MODEL 


table or back bor. . 
high and 34” long! But 
freezes 100 


Ibs. of crystal-clear ice tips per day! 


STANDARD MODEL 


Here's the “‘big brother’ stondord 
size Ice Boy with big volume ca- 
pacity . up to 2000 large ice 
tips per day! You can't help but 
make money with these two ‘‘Ice 
Boys"’ in your line, Write for de- 
tails TODAY! 


YATES-AMERICAN, Beloit, Wisconsin 


I am interested in makin 
man Ice Tip Machines. 


ok ee 0 


money selling Lip- 
nd details. 


SCONSIN 


No. 88 on Reader Service Card for more information 
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THE HEATING SIDE... 
Continued from page 88 


The owner wants a fireplace, so the 
home will have one or more chim- 
neys, regardless of the heating. Sum- 
mer weather is usually cool, and he 
does not contemplate air conditioning 
in the future. In such a case the heat 
pump would have no application. 

Now, however, let’s consider a 
larger structure—a theater located in 
a southern state. Not only will the 
outdoor degree days be low, but in 
winter the body heat of patrons will 
account for a large portion of the 
heating load, hence the peak heating 
demand will be relatively low. 

The owner must have air condition- 
ing, as summers are hot and patrons 
demand it. Extra cost of a chimney, 
plus the cost of a heating system 
would be considerable. Such an own- 
er would wisely select a heat pump, 
provided an adequate source of heat 
(water) were available, even if his 
electric power costs were relatively 
high. 

Nor all applications of this 
type confined to the south and more 
temperate parts of the country. The 
resourceful refrigeration and air con- 
ditioning 
everywhere. 


are 


man will encounter them 
When all costs are con- 
sidered, the heat pump will find an 
ever expanding market as a prime 
source of heat. 

At least one manufacturer is now 
producing a simplified valve which 
makes it possible to the 
flow of water through a heat pump 
without the necessity of a compli- 
cated piping and valve arrangement. 
Thus the may be instantly 
converted from summer to winter use. 

It should be understood that the 
warm water created by the heat pump 
may be used exactly as water from a 
heating boiler—in 
convectors, 


“reverse” 


system 


air conditioners, 
radiators—in fact, where- 
ever heat is required. 


NAMED ECONOMIC ANALYST 


The appointment of Charles B. 
Reeder as economic analyst in the of- 
fice of the Armstrong Cork Co. econ- 
omist and manager of commercial 
research has been announced by C. 
J. Backstrand, company president. 
Reeder will engage in research cover- 
ing market potentials and prospects. 
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BARBER-COLMAN CO. 
HAS NEW SALES TOOL 


As an aid to architects, engineers, 
and contractors in designing air dis- 
tribution systems, Barber-Colman Co. 
of Rockford, Ill., has recently com- 
pleted a 30-minute color movie titled 
“Engineered Air Distribution.” Film 
tells the story of precision engineer- 
ing of the grilles, ceiling outlets, and 
accessories used in today’s modern 
air distribution systems. Engineering 
factors affecting selection of units are 
illustrated and narrated. The film 
is being shown exclusively by local 
field offices of Barber-Colman. 


FLOW-COLD EQUIPMENT 
COOLS HOTEL WATER 

The beautiful new Biscayne Ter- 
race Hotel in Miami, Fla., recently 
installed an Acme Flow-Cold liquid 
chiller to cool all drinking water out- 
lets. The 5 hp unit furnishes 200 
guest rooms with chilled water. 

S. L. Hamilton of the Hill-York 
Corp., Miami, engineered the instal- 
lation, equipment for which was also 


installed by Hill-York. 


RUSSELL SALES COVERS 
COAST FOR STANDARD 


Standard Refrigeration Co. has an- 
nounced the appointment of Russell 
Sales Co., 4216 Pacific Way, Los 
Angeles 23, Calif., as sales repre- 
sentatives for Standard Refrigeration 
Co. products in the states of Cali- 
fornia, Nevada, Oregon, Washington 


and Idaho. 


COOLING AND WRAPPING 
EXTENDS LEMONS’ LIFE 

The storage life of lemons may be 
extended two to three weeks and the 
fresh quality retained by wrapping 


the fruit at the market city in any | 


of several different transparent films 
and holding at 50 F., say plant sci- 
entists of the U. S. Department of 
Agriculture. 


Shelf life, as measured by loss in | 


weight and shriveling, was reduced 
25 to 30% by storage at 70 F. How- 


ever, some of the film wrapped fruit | 


was still salable at the end of four 
weeks, but all of the unwrapped fruit 
had to be discarded at the end of the 


second week. 





Circle No. 90 on Reader Service Card for more information 


TEMPERATURE 
INDICATION 


Model “VY” is one of many Auto-Lite 
dial thermometers made for industry. 
The outline drawings show how this 
temperature indicator can be adapted 
to meet specific needs through various 
standard mountings. Send for our new 
Catalog No. G-143-B of Auto-Lite dial 
indicating and recording thermometers. 


INSTRUMENT AND GAUGE DIVISION (Dept. D) 
TOLEDO 1, OHIO 
NEW YORK * CHICAGO * SARNIA, ONTARIO 


MODEL 
**y.-1 Ad 


WHY YOU...! YOU'LL NEVER GET WAX 
OUT OF AN OIL THAT WAY...! USE 

ANSUL OIL AND YOU WON’T HAVE 

TO WORRY ABOUT WAX TROUBLES!! 


( <A 
SEE PAGE 11 


Circle No. 11 on Reader Service Card for more information 
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HIGHER PROFIT 
FROM LOWER 
ait va 1: 


TEXACO 
CAPELLA OIL 


TEXACO 
CAPELLA OIL _ WAXFREE 


WAXFREE TEXACO 
CAPELLA OIL 


THE TEXAS COMPAN 
MADE IN U.S.A 


Une eee 


Texaco is the finest on the new ultra-low temperature scene with Texaco Capella 
Oil (Waxfree). You can fill your till by handling this outstanding compressor oil 
because it assures clean efficient operation — not only throughout the ordinary 
refrigerating range — but even at temperatures as low as minus 100° F. 

Actual tests show that Texaco Capella Oil (Waxfree) has exceptionally low haze 
and floc temperatures and does not precipitate wax. Texaco Capella Oil (Waxfree) 
is extremely pure . .. has an extremely low pour test . . . high resistance to oxidation 
and freedom from moisture. It will not react with refrigerants. 

There is a complete line of Texaco Capella Oils (Waxfree) for every size and type 
compressor. They come in refinery-sealed 55-gallon drums, 5-gallon, 1-gallon and 
1-quart containers. 

Get the higher profits from the low temperature field — with Texaco Capella Oil 
(Waxfree). The Texas Company, 135 East 42nd Street, New York 17, N. Y. 


TUNE IN... TEXACO STAR THEATER starring MILTON BERLE on television every Tuesday night. See newspaper for 
Circle No. 91 on Reader Service Card for more information 
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THE 


PRACTICAL 


eaders are invited to submit their problems to this department. 
Each letter of inquiry will be answered personally by the author. 
The most interesting ones will be published in these columns. All problems 
should be clearly and completely stated and addressed to: COMMERCIAL 
REFRIGERATION, Manual Dept., 1240 Ontario St., Cleveland 13, Ohio. 


VA AOL La AL 


66 E ARE having trouble with a 

walk-in. This is an old sulphur 
job, using two blower coils, Each sec- 
tion of the box is completely separated 
from the other, and each has a blower 
coil, 

“The trouble is that in the one sec- 
tion that is used for a higher tem- 
perature for vegetables, etc, the 
blower unit is frosting up, The suction 
pressure on this system is controlled 
by a suction throttling valve. 

“The other section used for meats is 
set at 38 F box temperature and is 
controlled by a temperature control. 
This controls the compressor motor 
and is operating O. K. on a defrosting 
cycle. This doesn’t frost up, as is the 
case in the other coil, 

“Both coils have thermostatic ex- 
pansion valves, but the suction lines 
join at the compressor, The liquid is 
%-inch and the suction line is %-inch. 
“This system has always operated OK 
until just lately. I have adjusted the 
throttling valve, but haven’t been 
able to stop the frosting.” 


SOLUTION 


E ARE inclined to believe that 

the suction throttling valve is 
not operating properly on the high 
temperature section of the cooler. We 
base this opinion on your statement 
that both sections previously oper- 
ated satisfactorily but that the warm 
coil is now frosting up. 

If the cold section operates at 38 F 
we would assume that the warm sec- 
tion operates at a temperature of 
from 40 to 44 F. You should not ex- 
perience frosting conditions on this 
coil if the throttling valve is in con- 
trol. 

Probably the heavy load is on the 
low temperature section of the cooler 


and the machine runs for a long 
period of time to cool this section 
down to 38 F. The high temperature 
section, requiring considerably less 
refrigeration, may be reaching a 
much lower temperature than needed 
or desired, resulting in the frosting 
condition. 

We would suggest that you care- 
fully check the operation of the 
throttling valve to make sure it is 
functioning properly. It may also 
help to open up the expansion valve 
(increase the pressure) on the coil 
in the warmer section to help main- 
tain as high a suction gas tempera- 
ture as possible during the operating 
cycle. 

For more positive control in each 
section, a solenoid valve could be 
placed on the liquid line feeding each 
blower. The solenoid could be opened 
and closed by an individual room 
thermostat installed in each room and 
set at the temperature desired. It 
would, of course, be necessary to have 
each blower coil fed by a separate 
liquid line from the compressor, each 
entirely separate and independent of 
the other. 

In view of your report of satisfac- 
tory operation up to a recent date, 
I would look for the trouble in the 
throttling valve, the expansion valves, 
or possibly in stopped up strainers or 
dehydrators. 


CANADIAN ARMY COLLEGE 
CLASSROOMS CONDITIONED 


All-year air-conditioned comfort 
for officers attending the Canadian 
Army Staff College at historic Fort 
Frontenac, in Kingston, Ontario, is 
being provided by individual pack- 
aged air conditioning units serving 
lecture halls there, it is reported by 
Creamery Package Mfg. Co. of Can- 
ada, Ltd., United States Air Condi- 
tioning Corp.’s Canadian representa- 
tive. 

Three 714-ton units deliver condi- 


tioned air to Sicily Hall, Rhine Hall 
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and Liri Hall from adjacent small 
equipment rooms through concealed 
duct-work to ceiling diffusers in the 
conditioned areas. The equipment 
contains refrigeration section, air 
handling section, heating coil and 
shell-in-tube condenser in a single 
casing measuring approximately 
5’x5’x3’. 


NEW EXPORT AGENCY 
FOR SHERER-GILLETT 


Announcement has been made by 
J. H. Coolidge, president of Sherer- 
Gillett Co. of the appointment of 
Sabal-Kielmann, Inc., 39 Broadway, 
New York, N. Y., as exclusive export 
sales representatives for the com- 
pany’s commercial display and stor- 
age refrigerators. The Sabal-Kiel- 
mann organization succeeds H. O. 
McClumpha of Jackson, Mich., in this 
capacity. 

The Sabal-Kielmann organization 
is comprised of men experienced in 
the export refrigerator field and for 
more than two years has successfully 
merchandised a private label refrig- 
erator in various parts of the world. 

Sherer-Gillett, is this year celebrat- 
ing the 100th anniversary of its es- 
tablishment in 1852. 


TEXAS WHOLESALER HAS 
NEW BRANCH IN AUSTIN 


United Refrigeration Co., parts 
wholesaler firm with heaquarters in 
San Antonio, Tex., has opened a 
branch in Austin, Tex., at 1209 Red 
River St. Formal opening of the new 


branch store was scheduled for about 
March 15. 


BELL & GOSSETT NAMES 
N. E. REPRESENTATIVE 

E. H. Barbour Co. of Cambridge, 
Mass., has been appointed sales rep- 
resentative for Bell & Gossett Co.’s 
industrial products in New England, 


of eastern Massachusetts 
and Connecticut. Industrial products 
of Bell & Gossett include heat ex- 
changers, pumps, valves, refrigera- 
tion equipment, oil coolers, evaporat- 
ors, intercoolers and aftercoolers, and 
fractional horsepower motors. The 
Barbour Co. has sales and warehouse 
facilities at 251 Vassar St. in Cam- 
bridge. 


exclusive 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 





Theres Ways one tals Letter. 
and in contro 1 Kaneo / 


Ranco controls give dependable satisfaction to customers and servicemen 


alike. That’s why there are over 35,000,000 Ranco controls in use throughout 
the world . . . more in use than any other make! Insist on Ranco controls, 


available for more than 4,000 replacement installations. 


COLUMBUS 1, OHIO 


WORLD'S LARGEST MANUFACTURERS OF REFRIGERATION CONTROLS 
Circle No. 92 on Reader Service Card for more information 
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THE SERVICE MAN'S DEPARTMENT 


SHOWS 


Edited by 


San RR RES ES A eR Warren W. Farr 


Where to Put 
The Thermostat? 


Location of the room thermostat is 
an extremely important consideration 
in any air conditioning installation, 
and White-Rodgers Electric Co. has 
come up with some excellent pointers 
on this problem. 

A room thermostat responds only 
to the temperature immediately sur- 
rounding its sensitive element, this 


WANT TO EARN $5? 


You don’t have to be a writer or 
a literary genius! Just jot down 
some of the shortcuts you've de- 
veloped in your maintenance or 
installation work and send them to 
Here’s How COMMER- 
CIAL REFRIGERATION AND AIR Con- 
DITIONING. Your $5 will be paid 


promptly when your maintenance 


EpITor, 


tip is published in the magazine. 


Let’s hear from you! 


manufacturer of temperature control 
equipment points out, and a location 
must be selected where the thermostat 
will not be subjected to abnormal 
conditions which will prevent it from 
maintaining a temperature that will 
be average for the entire area to be 
conditioned. 

Here are some rules which the 
company offers for selecting thermo- 
stat location: 

1. Mount the thermostat on an 
inside wall. Outside walls are usually 
warmer or colder than the normal 
room temperature. 


2. Avoid drafts. Thermostats 
should not be located near outside 
doors nor close to windows. 

3. The thermostat must not be 
located where it will be affected by 
heat from fireplaces, radiators or 
warm air registers. 

4. Be sure that there are no 
heated pipes or duct work in the wall 
area chosen for the thermostat loca- 
tion. 

5. Do not locate the thermostat 
where it will be affected by direct rays 
from the sun through windows. Avoid 
locations where the control can feel 
heat produced by electric lights or 
radios. 

6. Don’t select a location where 
normal air circulation cannot reach 
the control, such as small enclosed 
hallways or behind doors. 


Bent or Scarred Pulleys 
Shorten Belt Life 


Any time you are called upon to 
replace a V-belt, be sure to take a 
close look at the grooves of the pulley 
to see if they are worn. Bent or 
scarred pulleys are tough on any belt. 

When pulleys are bent or scarred, 
you can show your customer how he 
can save the cost of a new pulley 
through the added life it will give 
the belts. The result? Maximum op- 
erational life on the new belt 
stalled. a satisfied customer and a 
profitable pulley sale for you! 


in- 


Creating Confidence: 
Let Them Watch You Work 


Always try to have the customer 
in attendance when you make tests 
and inspections on his refrigeration 
and air conditioning equipment. Let 
him see what you’re doing, and tell 
him about it in terms he'll under- 
stand. You don’t have to be long- 
winded about it. Just let him know 
what you’re doing, and why. 
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After you’ve handled one custo- 
mer’s service work long enough for 
him to know you and your company 
rather well, you may not find it 
necessary to follow this routine. But 
on new customers, it’s a good prac- 
tice. If he sees you make the repair, 
he knows it’s been done—and no ar- 
guments about it. 

Another thing—be neat and careful 
about the customer’s property. Take 
pains not to damage anything around 
the place. And clean up the job when 
you're finished. 


Here’s How to Clean 
Small Service Cylinders 


Question: How can small service 
cylinders be cleaned out? 


Answer: Possibly the best method 


I do 


this way... 


30 IN.- 150 LB. 


RELIEF GAUGE 


VALVE he 
— 


O@ 


TEST manifold for shop usage 
£\% comes in very handy for sealed 
unit work. Numbers 1, 2, 3 and 4 
indicated in the sketch above are 
Imperial Dia-Seal hand wheel valves 
that will not leak after extensive 
usage. A 30”—50# gauge is used 
for recording both high and low side 
pressures. In the event of excessive 
head pressure a pop-off valve re- 
lieves into the low side, thus pro- 
tecting the gauge. 

The numbered hand valves are 
(1) low side, (2) high side, (3) 
charging and (4) evacuation. The 
fourth connection comes in very 
handy in shop usage. 

Harry W. Custer, Center Line, Mich. 
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TO REPLACE 


CARBON TET 


FOR SHOP USE 


SEE YOUR 
LOCAL JOBBER 


Send for Instruction Sheet 


SEALED UNIT PARTS CO., Inc. 


261 EAST 161st ST. 
NEW YORK, N. Y. 


Improved 
LIQUID EYE 


Indicator 


@ ceramic eye in tough, high-pressure Pyrex 
glass magnifies visually when line is full—read 
at a glance. 

@ “straight through” design eliminates pressure 
drop—lighter weight eliminates fatigue in 
liquid line. 

@ gasket material impervious to refrigerants— 
does not decompose or swell. 

@ gloss tube spring mounted; does not touch 
housing; no danger of breakage — each 
LIQUID EYE shock-pressure tested before ship- 
ment. 

@ precision built: housing and ends machined to 
exact tolerances; both ends tightened simul- 
toneously to assure uniform pressure on 
gaskets ond proper centering of glass. 


Send for Bulletin WH-51 


Ask your Wholesaler for 
Allin Practical Products 


QC. oe aq]/O[ Rp 


Capillary Tubes Liquid Eye Indicators 


& Sead 


Visoleak Valves, Screens, Pullers 


UU UAL OU 


1153 West Grand Ave., Chicago 22, Ill 
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WATCH YOUR STEP! 
By George J. Schuld 
International Safety Director, RSES 


Editors Note: Due to the recent death 
of Mr. Schuld, this series of articles 
on safety practices is being temporarily 
discontinued. This article is the last 
one submitted by him before his death. 


O DOUBT you've climbed your 

share of ladders, and you 
probably feel that you know all 
there is to know about handling 
them. But many a refrigeration 
man has suffered death or injury 
simply because he failed to observe 
a few of the obvious safety pre- 
cautions in the use of ladders. 

Read over this list of safety tips 

and try to remember how many 
of them you ignored the last time 
you used a ladder! 

A stepladder should never be 
used closed or placed against a 
wall in that position. Always open 
a step ladder, and never use the 
top step. You have a better sense 
of balance if you stay two steps 
below the top. 

Straight or extension ladders 
should be placed \% of their length 
away from the base of the object 
against which they are leaned. For 
example, the foot of a 20-foot lad- 
der should be placed 5 feet away 
from the base of the wall against 
which it is leaned. 

Always be sure the object on 
which you are working is in front 
of you. Don’t reach out with a 
soldering torch or pipe wrench to 
do your work. If you can’t locate 
your ladder so that the work is 
immediately in front of you, use a 


of cleaning small cylinders is by 
evacuating the cylinder thoroughly, 
adding a small quantity of Freon-12, 
and holding the cylinder upside down 
“blowing out” the entire contents. 

After this procedure the cylinder 
may be rinsed out with carbon tetra- 
chloride or Freon, then evacuated and 
baked for at least overnight at a tem- 
perature of 220 degrees while a vac- 
uum of at least 28 inches is main- 
tained. 

Cylinders that are rusted inside 
may be made serviceable by remov- 
ing the service valve and filling with 
a solution of oxalic acid, then boiling 
for several hours. The oxalic acid 
solution is made by dissolving the 
acid crystals (1% lb. to the gallon) in 
water. 

Badly rusted cylinders may require 
several treatments to compeltely free 
them of the oxide. Immediately fol- 
lowing the acid treatment the cylinder 
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scaffold—it’s safer. 

Never have a ladder painted. It 
will not show up cracks and splits 
as well as an unpainted ladder 
will. 

Always face the ladder and use 
both hands when going up or com- 
ing down 

Carry small tools in suitable 
pockets. Hoist larger tools and 
other objects with rope and 
bucket. 

When working on a ladder, keep 
a firm grip with one hand if pos- 
sible, and do not reach out more 
than arm’s length from the side 
rail. If necessary to reach farther 
and the ladder can’t be moved, 
lash the ladder and wear a safety 
belt. 

Ladders used on roofs or other 
high places should be lashed se- 
curely. Do not leave a ladder 
standing in a high wind unless it 
is securely lashed. 

Clean mud or grease from your 
shoes before using a ladder. 

When a ladder is used in an 
aisle or on a walk, barricade it or 
have someone stationed at the base 
to guard against accidental bump- 
ing. 

If you are doing electrical work, 
beware of aluminum or steel lad- 
ders. Remember, these metals are 
excellent conductors of electricity! 

All these points may seem pretty 
obvious to you, but any safety man 
will tell you that it is failure to 
observe the obvious precautions 
which causes the most accidents. 
So, Play It Safe! 


should be baked out under vacuum 
as mentioned above. 

It is usually a good idea to over- 
haul the service valve while the cylin- 
der is out of service. Experience 
shows that service cylinders should 
be cleaned at least once a year. 


Clean Pulleys Before 
Installing New Belt 


Be sure to wipe old oil and dirt 
from the pulley grooves first, before 
installing a new V-belt. Dirt and oil 
combine to form a tough abrasive and 
cut the life of a belt way down. 

Give every belt you install a chance 

live a good clean life. Treat it 
right and it will last for a good long 
time. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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OPPORTUNITIES 


(Classified Advertising) 


Rates: for “Positions Wanted,” $4.00 minimum, 
limit 25 words. For all other classifications, 
$4.50 minimum for 25 words or under, each 
additional word 15¢; boldface type or all capi- 
tals, $7.50 minimum for 25 words or under, 
each additional word 20c. Box addresses count 
as five words, other addresses by actual word 
count. All advertisements in this section are 
payable in advance. 


POSITION WANTED 
REFRIGERATOR MANUFACTURING 
AND REPAIR EXPERT, MECHANICAL 
ENGINEER, WANTS EMPLOYMENT. 
L. VADAS, 1128 FAIRVIEW AVE., 
SOUTH PASADENA, CALIF. 


TRAINING AVAILABLE 


Course on sealed unit rebuilding trade 


secrets disclosing exclusive methods for all 
for details. H. 
, Michigan. 


$12.50 or write 
Custer, Box 98, Center Line 


operations. 


FOR SALE 
Thermostatic 
freon, Write 
details. Priced at terrific savings. R. 
EQUIPMENT CO., 2724 Third Ave., 
York City. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


for normal refrigeration. 


expansion valves, % ton, 


CHANGES IN WOLVERINE 
SALES ORGANIZATION 


Wolverine has announced 
several changes in its sales organiza- 
tion. 

L. G. formerly manager of 
wholesaler sales, has been transferred 
to manager of sales service. 

S. C. Seekell, who has been in 
charge of Wolverine’s Grand Rapids 


sales office, has been appointed man- 


Tube 


Fox, 


ager of wholesaler sales. 

Both men will headquarter at the 
company’s 
Detroit. 

J. A. Jolly will be responsible for 
Wolverine’s sales in and 
northern Michigan. He is being trans- 
ferred from the Milwaukee sales of- 
fice, and will replace Seekell in Grand 
Rapids. 

D. M. Irwin, formerly affiliated 
with Allis-Chalmers Mfg. Co., will be 
placed in charge of sales in the 
Milwaukee area. 


general sales offices in 


western 


BEIDLER HEADS DRAVO 
MACHINERY DIVISION 


John K. Beidler was appointed gen- 
eral manager of the Machinery Di- 
vision of Dravo Corp., Pittsburgh, at 
a recent meeting of the board of 
directors of the company. He suc- 
ceeds to the vacancy created by the 
recent death of Walter P. Berg. 


NO MORE FREEZE-UPS 


4 expansion valves or capillary tubes! 


iCE: 


works like magic 
SERVICE MEN SAY:“ICE-X IS GREAT!” 


When ice forms in expansion valves 
or capillary tubes, ICE-X is a sure 
remedy .. . ICE-X is non-corrosive 
—harmless to parts. An ice-eliminator 
that can’t be beat for Freon, Carrene, 
or Methyl Chloride systems... Order from your 


jobber. If no pane, order direct. 


oq uaaet Al TT on 


7 29 


Le a 


a ee 


ICE-X 


Distributor 


Chicago titinois 


Circle No. 95 on Reader Service Card for more information 
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Circle No. 96 on Reader Service Card 


Buy Peerless 


FOR PERFORMANCE 


Flash Coolers 
Fin Coils 
Flash Pans 


The Peerless Line of quality products 
is designed and constructed to meet 
every demand of modern commercial 
refrigeration. Our Flash Coolers, Fin 
Coils and Flash Cooler Pans have 
proved their superiority in perform- 
ance under widely varying eperating 
conditions. They are built with an 
eye to appearance, economy of space, 
and the utmost convenience in instal- 
lation and servicing. Louvers fabri- 
cated from polished aluminum. Made 
in a wide variety of standardized sizes 
and styles—all of unchallenged 
Peerless quality. Write for Bulletin 


49G today. 


CSR CC te 


1501 No inane Avenue 


Illinois re 


1 Toto lo low, 





NOW! BIGGER... 


Mani Tada: 
The 1952-53 Edition of 


The FLOW DIRECTORY 


Wherever materials 
are handled, mate- 
rial handling equip- 
ment is needed— 
Here’s a compre- 
hensive and accu- 
rate source of in- 
formation to help 
you select the type 
for your needs and 
the place to buy 
it. Internationally 
known. Interna- 
tionally used. 


SIX CONVENIENT SECTIONS 


636 Pages FOR QUICK, EASY REFERENCE 


- EQUIPMENT AND MANUFACTURERS 

- TRADE NAME INDEX 

- MANUFACTURERS’ OUTLETS 

- ENGINEERING AND TECHNICAL DATA 
- MANUFACTURERS’ CATALOGS 

- WHO SELLS EQUIPMENT 


PRICE $6.50 
MAIL YOUR ORDER TO: 


FLOW 


1240 
Y 


deh a dt 
ONTARI STR 
F! UG 


a 
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Acme Industries, Inc. 

Alco Valve Co. P 

Allin Mfg. Co. ..... — 
Harry Alter Co. ..... ; ‘ 119 
American Brass Co. . a ane at ee 
American Glass Refrigerator Door Co. .. .106 
Ansul Chemical Co. .. 


A-P Controls Corp. ....Cover 3 


Bailey & Perkins Co. 
Bell & Gossett Co. 
Bevco Co. 

British Xylonite, Inc. 
Brunner Mfg. Co. 
Bush Mfg. Co. 


Cc 


Century Electric Co. 

Chase Brass & Copper Co. . 
Chemical Solvent Co. .. 
Commercial Credit Corp. 
Copeland Refrigeration Corp. 


D 


Davison Chemical Co. 
Detroit Lubricator Co. 


Eastern Industries, Inc. 
Electric Auto-Lite Co. 
Eston Chemicals Co. 
Evans Mfg. Corp. 


F 


Fedders-Quigan Corp. 

Federal Refrigerator Mfg. Co. 

Fine Products Co. 

Flexonics Corp. .. 

Fogel Refrigerator Co. 

Friez Instrument Div., 
Bendix Aviation Corp. 


G 


General Controls Co. a ; 
General Electric Co., Air Cond. Dept. ... 
L. H. Gilmer Co. 


120 


INDEX TO ADVERTISERS 
H 


Halstead & Mitchell 

Henry Valve Co. : 
Highside Chemicals Co. . 

S. A. Hirsh Mfg. Co. ...... 
Howard Refrigerator Co. 


Imperial Brass Mfg. Co. .. 
Ingersoll-Rand Co. .... 
International Register Co. 


J 


Jackes-Evans Mfg. Co. 
Jarrow Products 


K 


Kelvinator Div., Nash-Kelvinator Corp. 
Kerotest Mfg. Co. 

Kinney Mfg. Co. 

Koch Refrigerators, Inc. 

Kold-Hold Mfg. Co. 

Kramer Trenton Co. 


LaCrosse Cooler Co. 
Larkin Coils 


Linde Air Products Co., Unit of 
Union Carbide and Carbon Corp. 


Lynch Corp., Par Compressor Div. 


M 


Mcintire Connector Co. 
McQuay, Inc. 

Marley Co., Inc. 

Jas. P. Marsh Corp. 
Metalcraft, Inc. 

Mills Industries, Inc. 

J. W. Mortell Co. 
Mueller Brass Co. ; 
Mystik Adhesive Products 


N 


Northern Indiana Brass Co. ...... ; 19 


P 


Paragon Electric Co. 
Peerless of America, Inc. .. 
Penguin Sales 

Penn Controls, Inc. 
Plasti-Kote, Inc. 
Puffer-Hubbard Mfg. Co. 


Ranco, Inc. 

Reliance Electric & Engineering Co. .... 

Remco, Inc. .... 

Remington Air Conditioning Div., 
NS ere 


Revere Copper & Brass, Inc. ....... 
kL > re 


Ss 


Sealed Unit Parts Co. 

Servel, Inc. 2 

Sherer-Gillett Co. . 

Sporlan Valve Co. .. exeH 

Standard Refrigeration Co. .. 

Superior Valve & Fittings Co. .......... 
Sweden Freezer Mfg. Co. ...... 


T 


Tecumseh Products Co. o< 
Temprite Products Corp. ....... a 
Texas Co. on 
Tyler Fixture Corp. .. Cover 2 
Typhoon Air Conditioning Co., Inc. ...100 


U 
Union Carbide and Carbon Corp., 


Linde Air Products Co. ! ihe 
United States Air Conditioning Corp. .. 


v 


Viking Refrigerators, Inc. 
Virginia Smelting Co. 
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Wagner Electric Corp. ... 
Warren Co., Inc. . 
Westinghouse Electric Corp. 
White-Rodgers Electric Co. 


Y 


Yates-American ..... gvnhns ae 
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IT’S ALL IN THE HEAD 


the secret of {fp No. 209 Universa 
Thermostatic Expansion Valve 


7 OUTSTANDING FEATURES 


Unique pressure- 
limiting mechanism 
with adjustable range 
of 0 to 55 Ibs. 


If pressure rises 
beyond normal, valve 
throttles automatically 
holding pressure to 
pre-set limit and 
preventing motor 
overload. 


Heavy forged 
leakproof body 
Superhard 
stainless 

valve 

needle, 

stainless 

seat and 

springs for trouble- 
free service. 


Easily accessible 
superheat adjustment 
covers entire 

normal operating 
range. Maintains 
close superheat 
control at any 
operating 
temperature. 


Stocked and Sold By Good Refrigeration Wholesalers Everywhere © Recommended and Installed By Leading Refrigeration Service Engineers 


Clearly marked 
adjusting knob for 
quick, accurate pressure 
limit adjustment. 
Moisture-proof cap 
covers adjusting knob. 


When overload 
condition passes, 
A-P liquid-charged 
power element 
resumes 

control and 
maintains 

normal 


operation. 


May be used as 
regular thermostatic 
expansion valve when 
pressure-limiting 
operation is not 
desired. 


DEPENDABLE 


Controls 


Yes, the A-P No. 209 is the ideal, all-purpose thermostatic 
expansion valve. One easy-to-dial adjustment on the valve head 
provides complete, precise pressure-limit control. A valve you 
can use at any pressure limit . . . in any position .. . in any 
ambient temperature . . . on any application. Adjusts for any 
superheat, too. 

Think of the time-, labor- and money-saving advantages of 
this unique valve. Use it on original equipment or for replace- 
ment service. You can’t beat its practical adaptability and 
economy on any job. 

Examine its unique construction . . . rugged forged brass 
body, liquid-charged power element, stainless steel needle, seat 
and springs. You'll see substantial reasons for the outstanding 
reputation that A-P has built for quality merchandise. 

A-P refrigeration valves last for years of economical, 
trouble-free service. 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 


2486 N. 32nd Street © Milwaukee 45, Wis. 
In Canada: A-P Controls Corporation Ltd., Cooksville, Ont. 


Circle No. 97 on Reader Service Card for more information 





Jf theres dust on it 


it may be 


NON-FERROUS SCRAP 
NEEDED, TOO! 


it’s needed to make STEEL! 


One half of all the raw materials used in steel production is scrap. 
Today, the mills aren’t getting enough iron and steel scrap to keep up with 
greatly increased steel production. 


AND WHAT IS SCRAP? 


Scrap is many things. Here are three: And, with replacements scarce, less 
junked autos and farm machinery have 
entered the scrap supply lines. 

So—only by digging out all the never- 
to-be-used odds and ends of broken, 
worn-out, and obsolete factory equip- 
ment ...can mills and foundries get all 
the scrap they need. 

If they don’t get it, steel production 
rates may be severely hampered . . . and 
our country’s effort to maintain military 
strength and civilian economy at the 
same time, will be crippled. 


It’s YOUR Job to Furnish More Scrap 


Institute a steel scrap salvage program in your plant. Appoint one to 
official in your company to take full responsibility. Have him consult wit 
your local Scrap Mobilization Committee and local scrap dealers. The nearest 
office of the National Production Authority, Department of Commerce, can 
tell you who your local Scrap Mobilization chairman is. 

Do this now. Write for a copy of the booklet, “Top Management: Your 
Program for Emergency Scrap Recovery”, to Advertising Council, 25 W. 
45 St., New York 19, N. Y. 


1, the “left-overs” of iron and steel pro- 
duction, fabrication and machining. 


2. junked autos and old farm machinery. 


3. obsolete iron and steel equipment in 
factories, such as old machinery, 
tools, dies, jigs, fixtures, chain, 
valves, etc. 


But—the “left-overs” are not great 
enough today to fill the unprecedented 
demands for steel production. 


This advertisement is a contribution, in the national interest, by 


COMMERCIAL REFRIGERATION and AIR CONDITIONING 


1240 ONTARIO STREET + CLEVELAND 13, OHIO 
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